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Not Shoes, Leather, Lasts or Machinery---But Policies 


the investigators tying themselves up into knots. 

The general indictment of profiteering does not 
prove itself even in the Federal Trade Commission’s 
own report. Merchants who studied the tabular 
record on page 47 of our September 6 issue saw in a 
minute the error into which the commission fell. 
Every business man in the country thinks in terms of 
gross profit on the selling price. Certainly he figures 
his expense on the selling price and not the cost. 
When asalesman.costs the store 8 1-3 per cent and sells 
a pair of $6 shoes, the owner pays him 50 cents for the 
sale. He surely does not pay him on the cost of that 
shoe—that would not be correct figuring. 

If we could just hammer this truth home to the 
Federal Trade Commission investigators! The in- 
vestigations showed margins of 47 per cent, 54 per 
cent and 67 per cent on the cost—truly it would have 
paid the industry well to have sent Ben Jacobsen on 
a trip to Washington to teach his old, old lesson on 
“how to figure profit.” The commission would have 
learned that 47 per cent on cost is 32 per cent on sales; 
that 54 per cent on cost is 35 per cent on sales; that 
67 per cent on cost is 40 per cent on sales. 

The voluminous report is in many ways more com- 
plimentary to the rétail trade than otherwise. 

If each branch of the trade will upon investigation 
stick to telling the facts which it knows in its own line 
of business, instead of posing as experts on ‘‘the other 
fellow’s business,”’ there will be a possibility of a fair 
investigation. 

For the tanner to talk on retailing and for the mer- 
chant to talk on manufacturing is illogical. So far 


r HE more we see of investigation, the more we see 


the retail merchants have covered themselves with 
credit. 

In the investigations throughout the country, the 
retail merchant has shown himself to be well informed 
in his own business. The truth is all that is necessary 
to bring complete vindication. We will not say that 
there has not been a little extra profit made on cer- 
tain lines in certain stores, and in certain places, but 
you cannot find the rank and file of the shoe stores of 
this country in the column of profiteers. If the truth 
were -bitterly told, the average merchant does not 
know how to get a profit. 

It is not a breach of confidence to narrate a pleasant 
experience of the editor of the “Recorder” in front of 
a grand jury, summoned by a district attorney. 
Twenty-two average laymen, no one of whom was a 
shoeman, plied the editor with those questions uni- 
versally interesting to an American seeking informa- 
tion on the high cost of walking. The foreman of the 
jury with pencil and paper ascertained the factory 
cost, the merchant’s selling price and did the business- 
like thing of figuring his selling expense on the selling 
price, arriving at the net profit and exclaimed—‘lI 
can’t see but that’s fair.” Another intelligent mem- 
ber of the grand jury put his foot over the arm of a 
chair and explained that he was perfectly able to get 
a shoe satisfactory to his needs and tastes for $8 and 
that just because a working man in his foundry bought 
$14 shoes for shop work was no reason for complaint 
on the part of the worker against the high cost of 
footwear. 

Numerous examples were given and it was pretty 
much an agreement that if public selection of foot- 
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wear was made according to the use to which the shoes 
were to be put, and at the price which the individual 
purchaser could really afford, there would be a better 
appreciation of the situation. 

We in the shoe business must give more credit to 
the general good sense of the average man in America. 
If we do not give him facts, it is most natural for him 
to join the unthinking crowd in condemnation. This 
same grand jury was most insistent on getting the 
story of production. It acknowledged the national 
symptoms of “laziness,” if you want to put it that 
strongly. If it could have vocalized impressions in 
one word, it would have been in a message to the 
worker—“Get busy—make more shoes. You can 
help in reducing the high cost of living.” 

No merchant should fear the inquisitive question- 
ing of a grand jury if he is forearmed with the facts of 
his own business and will plead ignorance of those 
“surmises and opinions’’ of the other fellow’s business. 
It is a national opportunity to “be heard” and it 
should be honestly fulfilled. Just read with care the 
revealments of business given by leading merchants 
before the Senate Committee, in this issue, and com- 
pliment them and yourself on membership in such an 
honorable merchandising profession. 

Remember this—‘‘Each needs the confidence 
and co-operation of the other more than ever 
before; each needs the confidence and co-opera- 
tion of the public at large. A real philosopher 
in the trade has said: ‘The shoe business is not 
so many pairs of shoes on the merchants’ shelves, 
not so much leather, nor so many lasts, nor so 
much machinery in the factory, but that the 
thoughts of the men in the industry may move 
forward with abiding faith, thus guiding into 
right channels those with whom they come in 


contact—into constructive rather than destruc- 


tive policies.’ ”’ 


The Chief Devil of Today 


ALL it by what names you please, the chief 
A malignant spirit which is blighting and terroriz- 
ing the world is the spirit of the thief. It is the spirit 





which makes men eager to seize what they have not 
earned; the spirit which moves to robbery, whether 


it animates the crowned head of a nation or a drunken 
hoodlum—the spirit of lawless greed, the spirit of loot. 
It is of widespread action, because it is a diseased 
perversion of a normal and universal impulse, the 
desire of possession. 

Under moral restraint and held in check by due 
regard for the rights of others, the impulse for possession 
is a primary element in the conservation of life and 
the continuity of the race. It is the impulse which 
leads men to acquire and set aside something today 
against the surely recurring wants of tomorrow; to 
raise crops in Summer and to store them for the 
Winter, and to save seed corn for next planting time. 
It is the impulse which forms the basis for the princi- 
pal difference between civilized man and the naked 
savage waiting for another cocoanut to drop. 

Keeping this faculty in harness seems to have been 
one of the world’s great problems in all ages. Too 
eager a reaching out for possession of lands, women, 
flocks and herds, gold—all sorts of tangibles and in- 
tangibles—has caused most of the world’s wars and 
most of its crimes. 

Regulating this desire to possess is the world’s 
greatest problem today. Cooling down the fever of 
greed is a prime necessity. We heard much a few 
years ago of the “superiority of human rights over 
property rights.” 

That was merely demagogue’s flapdoddle. There 
can be no such thing as a “property right,’’ as such; but 
the right to hold property is a human right of the high- 
est importance, the practical foundation stone of all 
the civilization we know. Destruction of this right is 
the aim of criminals the world over, their activity 
being fanned concurrently with the disorders of war. 
It is not those who have anything who are the chief 
criminals. There would be no gain to them in a 
game of “‘grab,” because their own possessions would 
be placed in danger. They are the victims; a man 
who has nothing, of course, cannot be robbed. 
Furthermore, it is not those who have most who are 
in greatest danger. The rich and powerful can protect 
themselves. It is the thrifty common people, the 
small business men, your plain everyday neighbors 
and fellow workers, who are chiefly in danger. Is 
there any good reason why you cannot join hands 
and forces for common defense? 
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In the turmoil of adjustment in the period that is 
before us, there will be a certain percentage of ‘“‘cas- 
ualties,”” a certain number who will be wounded, 
seriously or lightly. 

So far as the victim is concerned, it does not matter 
whether he is put out of action by window-smashing 
hoodlums, who loot his place of business, or by ex- 
tortionate demands which place upon his shoulders an 
impossible and crushing burden of cost of operation. 
The result will be the same. 

Above all things, there should be a “league of 
moderate-sized merchants and other business men.” 
Even if no formal league or association is brought into 
existence, there should be community of effort and a 
genera] shoulder-to-shoulder union in common defense 
against the Spirit of Loot, which threatens every one 
of them—threatens every man who has in his posses- 
sion anything beyond yesterday’s wages. 


Shoe Trade Has Had Its 
“Elimination” 


. E. KISER published recently an article on the 
subject of “Are There Too Many Small Retail 





Stores?” He quoted an investigation which showed ° 


in a single city block no fewer than twenty-four small 
stores. Five of them were groceries; eleven of them 
sold cigars, seven sold candy and five others sold 
various sorts of food. There were several miles of this 
street, with conditions practically the same all the way 
—tiny stores, each doing a small hand-to-mouth 
neighborhood business, too small to yield more than a 
bare living to the owner; too small to keep him busy 
more than a fraction of the day. 

The conclusion was, that the community could be 
much better served by a smaller number of well- 
equipped stores. In case of the food stores especially, 
the situation reminded the observer of an investiga- 
tion in New York City, in which twenty-six different 
grocery and food stores sent delivery wagons into the 
courtyard of an apartment building in a single day, a 
manifestly useless and extravagant duplication of 
service, at once costly to the consumer and unprofit- 
able to the merchants. 

In the group of stores mentioned by Mr. Kiser, 
here was only one shoe store. Whatever may be the 


need of elimination and concentration in other lines 
of trade, the shoe trade is not guilty of much multi- 


plicity. It has had its eliminative process; and it 
never developed serious multiplicity anyway. It is 
impossible to start a shoe store in a mere “hole in the 
wall,’’ with any hope of success, as can be done with 
package goods and other simpler products than shoes. 
The dealer must have enough of a stock of shoes to fit 
any sized foot, in a number of styles and kinds of 
shoes. In every economic detail, all branches of the 
American shoe trade have reached a high stage of net 





A Little Patience, Please! 


On one of the down-town street crossings 
in the city of Boston an alert guardsman 
with a rifle on his shoulder is doing traffic 
duty two hours on and four hours off the 
clock around. He happens to be Herbert F. 
Goodrich, make-up man on the “Boot 
and Shoe Recorder,”’ doing his bit to pre- 
serve law and order. 

He is one of those rare individuals who 
knows the secret hiding places of cuts and 
type, and has an eagle eye for typographical 
errors; in fact, he is a ‘“‘key’’ man on the 
**Recorder”’ staff. Several others on the 
staff are also doing “their bit,’’ and the run 
of the book is not quite so smooth as usual. 

Therefore, will you have a little patience 
with us if the ‘“‘Recorder”’ is a day late in 
getting to you? It is only a temporary 
matter. 











efficiency. American shoe machinery is the world’s 
standard—and is one of the cheapest things in the 
world today. American factory methods and man- 
agement, using this machinery, have produced shoes 
at the world’s lowest cost, despite the paying of the 
world’s highest wages to operatives. And in the dis- 
tribution pf shoes to the consumer, the American shoe 
store has developed such methods of arrangement of 
stock and of store furniture and the handling of cus- 
tomers as well as in expert foot fitting that its effi- 
ciency has reached a very high mark. 
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PRESIDENT MOONEY DEAD 


American Oak Leather Company Loses Its 
Founder 

James E. Mooney, president of the American Oak 
Leather Company, died at his home in Cincinnati, 
Ohio, Monday, September 15, at 6 p. m. 

Mr. Mooney was born in Shelby County, Indiana, 
in 1832. He began working in a harness shop at the 
age of thirteen, and at seventeen entered the employ 
of John Clarke at Edinburg, Indiana, as a bookkeeper. 

















THE LATE JAMES E. MOONEY 


At the age of nineteen he became a partner in this 
concern. When 23 years old Mr. Mooney bought out 
Mr. Clarke’s interest and at 26 formed a partnership 
with W. W. Mooney, Columbus, Indiana. 

At the age of 30 Mr. Mooney established a leather 
business in Indianapolis, under the style of Mooney 
& Co., later Mooney, Taylor & Smith. 

At 35 he established the leather business of Mooney, 
Mantle & Cowan in Louisville, Kentucky, and in 
1873 he sold his interest in both concerns and estab- 
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lished the Ohio Falls Oak Leather Company in 
Louisville. 

In 1880 he established the American Oak Leather 
Company, Cincinnati, which in spite of fires and 
floods has grown to mammoth proportions. 

Mr. Mooney never married, making his home at the 
Havlin Hotel, Cincinnati, for the past 20 years. c- | 4 

Interment took place Thursday, September 18, in 
the family lot at Edinburg, where his father, mother 
and eight brothers and sisters are buried. Mr. 
Mooney was the last of the family except nephews and 
nieces. 


ACTOR GUEST AT TRADES’ CLUB 


Prominent Member of the Profession Makes 


His Usual Hit 


Raymond Hitchcock, world-wide-known comedian, 
was a special guest at the weekly meeting of the 
Boston Shoe Trades’ Club on Wednesday, September 
17. A practical demonstration of Mr. Hitchcock’s 
popularity was furnished by the record-breaking 
attendance of trade members. President Terhune 
of the club, in introducing Mr. Hitchcock, read an 
alleged letter received from the actor in which he 
regretted some of the troubles to which actors are 
subjected and the improvements needed in the war of 
shorter hours and higher wages. 

Mr. Hitchcock, in responding to President Ter- 
hune’s introduction, expressed himself as delighted 
to meet so many of his former associates (the come- 
dian was a Boston retail shoe clerk in his younger 
days), and proceeded to tell them something about 
the shoe business when he said he had to scrape the 
pegs out of many pair of shoes before they could be put 
on the feet of the customers. He told several funny 
stories which created laughter. Following these he 
dropped into a serious vein and spoke of the conditions 
which confront the country at this time, with strikes 
everywhere and an apparently well-organized effort on 
the part of the minority to control the Government. 
These patriotic sentiments were greeted with re- 
sounding applause. Mr. Hitchcock, who was obliged 
to go away early to attend to his professional duties, 
received an ovation at the end of his talk. 

President Terhune, in closing the meeting, said: 
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“This is the 102d anniversary of the adoption of the 
Constitution of the United States of America, which 
a small but vociferous Bolshevistic minority of our 
people are just now trying to overthrow. The 
Constitution, however, will not be overthrown. It is 
also the 289th anniversary of the founding of Boston 
—and our historic city today is virtually under 
martial law! But cheer up! The sun is shining again 
—and we have the genial and optimistic Mr. Ray- 
mond Hitchcock in our midst.” 

Before the adjournment of the meeting, President 
Terhune inquired if it was the sense of the members 
present that a message should be sent to Governor 
Calvin Coolidge, assuring him of the support of the 
Boston Shoe Trades’ Club in his action in regard to 
the striking Boston policemen. The answer was a 
resounding ‘“‘Aye.”” The telegram follows: ‘* Gover- 
nor Calvin Coolidge, State House, Boston, Mass. 

“The twenty-two hundred members of the Boston Shoe 
Trades’ Club are with you heart and soul to a man in the 
splendid stand you are taking to uphold the honor and 
integrity of our state and city. To fail would be a 
national calamity, to win will be an honorable victory. 

(Signed) Everit B. Terhune, President.” 


INDIAN EXPORT DUTY 15% 
Adding to the High Cost of Leather 


The Tanners’ Council has received a cable, through 
our State Department, from the American Consul- 
General at Calcutta, advising bills have been passed 
imposing duties on raw stock exported: from India 
at 15 per cent of the following valuations: 


Arsenicated Cowhides........ 12% annas per pound 
Dry Salted Cowhides......... 10 

Wet Salted Cowhides......... 7 ” “ 
Arsenicated Buffalo Hides..... 8 “i rs 
Dry Salted Buffalo Hides..... 6 a ene 3 
Wet Salted Buffalo Hides... . . 4% “ rr. 
Goes acesocies.kcs... © ees ClO 


Sime te ng oe es ceeas 2 “ 6g » 
Sixteen annas equal one rupee. Based on today.’s 
rate of exchange for a rupee (which is practically 
forty-four cents in United States money), the above 
will figure in our currency approximately as follows: 


Arsenicated Cowhides $ .344 per lb., duty, $ .052 
Dry Salted Cowhides.. .275 .041 
Wet Salted Cowhides.. .193 “ “ Si: Se 
\rsenicated Buffalo 


BibGen.. ... his idee —_—- " .033 
Dry Salted Buffalo 

| ee 2 ee isc” 5 025 
Wet Salted Buffalo 

Cech aca daa — . .019 
(Re i ioe oss aes 1.760 “ skin, “ 264 
Sheepskins............ 000-—"-- ee .132 
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Rebate of 10 per cent will be made on shipments to 
England and British possessions provided they are 
tanned in those countries before re-exporting. 


MANUFACTURERS MEET INVESTIGATORS 


Promise to Reveal All Facts and Figures on 
Prices 

Washington, D. C., September 19—A Committee 

of the National Boot and Shoe Manufacturers’ 

Association has been to Washington to discuss the 

Igoe Resolution with officials of the Federal Trade 

Commission. The committee consisted of J. F. 





No Break in Leather Prices 


The Actual Situation in Leather Minimized 


There should be no misapprehension about the 
present state of the leather market. It is under- 
stood that there is some hesitation in the buying 
of shoes in the belief that a radical break is 
imminent. Nothing is further from the actual 
condition. It is true that a few months ago there 
was a break of about ten cents in the hide market; 
the price of heavy native steers had risen from 
30 cents a year ago up to about 54 cents per pound 
this Spring and Summer. They dropped down to 
about 44 cents a few weeks ago, have now re- 
i covered somewhat and are approximately 48 cents 
apound. Calfskins had reached a peak of a dollar 
a pound for best quality. The range is from 70 to 
90 cents. A year ago the range was from 34 to 44 
cents a pound. Not much leather was made from 
hides and skins at the extreme high prices of a 
month or two ago, so that leather made today, 
with the present price of raw material, could not 
be lower than the leather which has been on the 
market or contracted for during the past few 
months. 

The market is on a stable basis and any who 
are delaying purchases, either of leather or shoes, 
in the expectation of materially lower prices, will 
be acting against their own best interests. There 
is nothing productive in costs and prices of raw 
materials to warrant the belief that there will be 
any advantage in waiting. Basic conditions need 
to be changed in all lines before leather could 
reach a much lower level than now exists. 











McElwain, president of the association, F. R. 
Briggs, Henry A. Cook, and Stanley King. At the 
conference which was held between the committee 
and Commissioner Murdock and T. M. Robertson 
of the commission .it. is understood that the shoe 
manufacturers offered every facility: to the com- 
mission to carry on its investigation in connection 
with the Igoe Resolution. No definite action was 
made at the conference and it is understood that the 
committee merely came to Washington to offer its 
services to the commission if the | commission sO 
desired. 2 alt 
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The American Shoe and Leather Industry 





WALTER W. CANN 


Cliftonia Boot Works, Whitehall, Bristol, 


Eng. 





Jj. C. COOK 


Works, Rugby, Eng. 


Welcomes 


Fraternal Delegates to the 
Shoe and Leather Trade of 


America 





ALFRED LOVELL 


A. Lovell & Co., Challenge Boot Works, 
Kingswood, Bristol, Eng. 


Members of the Incorporated 

and Federated Associations 

of Boot and Shoe Manu- 

facturers of Great Britain and 
Ireland 


4 Frederic Cook, Ltd., South Place Shoe 





GEORGE BARNES 


Britain Boot Works, Chesham, Bucks, 
Eng. 





A. W. HOLLISTER 


Frederic Cook, Ltd., South Place Shoe 
Works, Rugby, Eng. 
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A RETURN VISIT 


Representatives of Great Britain’s Shoe and 
Leather Trade Visit Boston 


When the “Recorder” European party visited Eng- 
land in the Spring of 1919 they invited the Federated 
Boot and Shoe Manufacturers’ Association and Tan- 
ners’ Federation of Great Britain to pay America a 
visit in the near future and allow the shoe and leather 
trade of this country to reciprocate the many courte- 
sies which these bodies extended to the “Recorder” 
shoe and leather trade mission. 

Accordingly, these bodies appointed Alfred Lovell, 
Walter W. Cann, George Barnes, A. W. Hollister and 
J. C. Cook as fraternal delegates to the shoe and 
leather trade of America, representing the Incorpor- 
ated and Federated Associations of Boot and Shoe 
Manufacturers of Great Britain and Ireland, who, in 
addition to furthering the feeling of friendship which 
already exists between the members of the English 
and American shoe and leather trade, would have as 
their mission the obtaining of an adequate idea of 
American shoe manufacturing and labor conditions. 

These men left Southampton on the S. S. Adriatic 
on September 3; accompanying them were a few 
English tanners who are acting as free lancers. 

The party arrived in Boston on Friday, September 
19, at 8.30 a. m. by boat from New York. A breakfast 
was arranged for the party at the Shoe Trades’ Club. 
After breakfast the party went to the Hotel Touraine. 

The reception committee who were on hand to 
officially greet the European party consisted of: The 
president of the -New England Shoe and Leather 
Association, Harry I. Thayer; Thomas F. Anderson, 
secretary of the organization; Everit B. Terhune, 
president of the Boston Shoe Trades’ Club; and J. D. 
Smith of the Tanners’ Council. 

On Friday the program consisted of an inspection 
of the Thomson-Crooker Shoe Company’s factory 
and a tour of Boston and its environs. On Monday, 
September 22, they are to be entertained by the New 
England Shoe and Leather Association; on Tuesday, 
by the Haverhill Shoe Manufacturers’ Association; 
on Wednesday they will be guests of honor at the 
weekly luncheon of the Boston Shoe Trades’ Club; 
on Thursday they will be entertained by the Lynn 
Shoe Manufacturers’ Association, and on Friday by 
the Brockton Shoe Manufacturers’ Association. 

Besides Boston, the European delegation will visit 
Montreal, Ottawa, Toronto, Buffalo, Syracuse, Bing- 
hamton, Cincinnati, St. Louis, Endicott, Chicago, 
Washington and Philadelphia. 


NO NEW ARMY SHOES FOR SALE 
Army Retail Stores Will Sell Only Renovated 
' Shoes 
The War Department has authorized the following 
important shoe statement: ‘The Director of Sales 
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announces that the War Department has no new 
army shoes for sale and that it is not anticipated that 
there will be any surplus of new shoes. Renovated 
shoes will be included in the stocks offered for sale in 
the retail stores to be opened throughout the country 
by the War Department on September 25. Rumors 
have been current among the general public that the 
War Department was selling to shoe dealers stocks 
of new shoes made according to army specifications 
and acquired by the War Department for the equip- 
ment of soldiers, and numerous inquiries have been 
directed to the War Department by members of the 
shoe trade who seek to acquire stocks of army shoes. 

“Publicity was recently given toa sale by a Brooklyn, 
N. Y., shoe dealer whose stocks were advertised as 
army shoes. These shoes were commercial shoes 
made on lasts similar to those used in the manu- 


A Spring Style 


CLEVER GYPSY 
PUMP 


One Strap in Kid, 
by Barnett Shoe 
Co., Boston 





facture of War Department issue shoes, but these 
were not made for the War Department and no 
part of that stock was acquired from the department. 
Both during and since the war shoe manufacturers 
have produced shoes made on lasts similar to the 
army lasts for commercial uses, and since these shoes 
tend to keep the feet of the civilian population, the 
country’s potential soldiers, in good condition, the 
War Department has had no desire to discourage 
the manufacture of that type of shoe. Every shoe 
that was manufactured for the War Department 
during the period that the United States was at war 
and passed the departmental inspection was ac- 
cepted by the War Department and retained for army 
use. As is stated above, there is no present. prospect 
that any of this stock of new shoes will be offered for 


sale.” 
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Mountain States Convention 


Merchants of Five States Meet at Albany Hotel, Denver---Report 
Excellent Business---Officers Elected 


Denver, September 18. 

“1 EPTEMBER 16, 17 and 18 marked the dates of 
S the Second Annual Convention of the Mountain 

States Shoe Retailers’ Association at Denver, 
Colorado. 

At 11 o’clock on September 16 exercises opened 
with an invocation by the Rev. Meade, which was 
. followed by an address of welcome by Arthur Dodge 
of Denver. 

“Civic and Commercial Association” was the sub- 
ject treated by President Harry J. Fontius of Denver, 
who reviewed the activities of the 


treasurer, J. Roy Flemming, Denver, Colorado; 
directors, R. H. Johnston, Denver, Colorado; H. H. 
Harbaugh, Greeley, Colorado; Sam J. Dezl, Colorado 
Springs; B. M. Benge, Grand Junction, Colorado; 
Joseph Wasseman, Cheyenne, Wyoming; holdovers, 
George Collins, F. T. Collins and R. C. Hearne, Den- 
ver; F. E. Leonard, Pueblo; H. A. Duhl, Phoenix, 
Arizona; A. W. Rodgers, Laramie, Wyoming. 

Forty attractive lines were on display during the 
three days of the convention. 

The weather was ideal and everyone in excellent 
spirits. All the merchants present 
reported business as excellent. 





association. He showed the bene- 
fits derived by members from the 
work of both State and National 
bodies. 

President Fontius also related 
incidents regarding the differences 
between merchants being satis- 
factorily adjusted and the spirit 
of friendship existing through co- 
operation. He also read extracts 
from correspondence with several 
prominent shoe manufacturers, 
showing the upward trend of 
prices and reduction of output. 

The budget plan of expenditures 
worked out for the coming year 
showed dues inadequate to meet 
expenses; dues were raised from 
$5 to $7.50 per year. 


tain States 








HARRY J. FONTIUS 
President (Re-elected) Moun- 


Shoe Retailers’ 
Association 


Some report a little trouble 
owing to price investigations, and 
‘in some sections newspaper reports 
have caused annoyance. 





Newspaper Attacks 
Combated 


Kansas Shoe Retailers’ Asso- 
ciation Inaugurates An Edu- 
cational Propaganda Plan 


A. R. Springer, secretary of 
the: Kansas Shoe Retailers’ 
Association, in connection with 
the other merchants of his 








E. C. Logan, Western editor 
of the “Boot and Shoe Re- 
corder,” gave a talk on “Organization.” Mr. 
Logan spoke of the excellent results that had been 
accomplished through a National Association and 
emphasized the good work done by the trade press 
toward a betterment of conditions, also their help in 
forestalling legislation of a harmful character during 
the sittings of the War Industries Board. 


Election of Officers 


The new officers for the coming year were elected 
as follows: President, Harry E. Fontius; first vice- 
president, Frank Wulff, Colorado Springs; second 
vice-president, Herbert Hershman of Salt Lake City, 
Utah; third vice-president, Harry Drachman of 
Tucson, Arizona; fourth vice-president, G. J. Won- 
finger, Alamogordo, New Mexico; fifth vice-presi- 
dent, E. Mosher, Rawlins, Wyoming; secretary- 


state has inaugurated a_ plan 
to combat the unfair attacks 
which some of the newspapers’ throughout 
Kansas have been making against the shoe busi- 
ness. . 

The merchants have held a meeting and have 
made plans to enlighten the public as to the retail 
facts of the case. A movement has been inaugurated 
to gather information from the trade papers and 
condense it into news articles, these articles to be 
mailed to some shoe merchant in every town where 
there is a newspaper. The merchant in this town 
then selects a committee and presents the news 
articles to his paper with the request to have the 
articles published as news items. 

Secretary Springer feels that. with this educational 
propaganda, the public will be enlightened and that 
further depression in their Fall and Winter business 
will be obviated. 
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Keynotes in Senate Investigation 


The First National Hearing on Investigation of Shoe and Leather 
Industry 


The public is to blame, in large measure, for the high prices of the more popular grades of shoes. 
While the gross profits in dollars and cents taken by retail dealers was greater in the years 1916, — and 


1918 than before the war, the PERCENTAGE of profit is scarcely larger. 
The tremendously increased taxation is all added to the price of shoes and the consumer pays. 


Which 


means that the consumer is paying for the war, and the Government, in effect, is using the producer and dis- 


tributor as collectors of the tax. 


The merchant (in Washington, at least) is paying $40 and $45 per week for good salesmen, whereas, before 


the war, competent salesmen could be hired for $18 per week. 
Rents and all other costs of doing business are vastly increased over pre-war days, and all these increases 


figure in the increased cost of shoes. 


‘Something will be done” by Congress about the cost of shoes, but just what was not specified, in the opinion 
of Senator Ball, of Delaware, who is conducting the inquiry. The senator also expressed the opinion that “‘the 
retail shoe trade was taking a larger profit than some other branches of industry.” 


(Exclusive in ‘‘Recorder’’) 
Washington, D. C., September 16. 
NE half day was devoted by the Senate sub- 
committee which is making inquiry into the 
reasons for the high cost of living to testimony 
on shoe prices. That such an investigation could be 
other than superficial seems obvious, but some inter- 
esting facts were brought out, nevertheless, among 
them the above. 

The inquiry, while technically confined to the 
District of Columbia, was in reality of concern to the 
whole country, because of the testimony of an officer 
of the Federal Trade Commission, T. M. Robertson, 
who had charge of the commission’s investigation of 
‘the tanning, leather, and shoe trades all over the 
nation. He asserted that practically the same condi- 
tions existed in Washington as elsewhere in the 
United States. 


Federal Trade Commission First Heard 


Mr. Robertson was the first witness heard. He con- 
fined his evidence principally to an explanation of 
and frequent references to the report of the commis- 
sion on the leather and shoe industry, issued August 
21, 1919. 

He first directed the attention of the committee to 
the commission’s report, in which, on page 154, it is 
set forth that 52 wholesale dealers reported that in 
1914 their combined expense was 13.8 per cent of 
sales, while in 1917, 57 wholesalers reporting showed 
expenses of 13 per cent of sales. 

Retailers, he said, showed substantially the same 
alio between expense and sales. The actual expense 
of 53 retailers in 1914 was 26.2 per cent of sales, while 
n 1917, 61 retailers showed expenses of 26.3 per cent 
of sales: 


- 


Nine department stores reported sales aggregat- 
ing $2,700,000 in 1914, at an expense of approximately 
$800,000, or about 30 per cent of sales. The same 
stores reported sales of $4,500,000 in 1917, with ex- 
penses of $1,168,000, or 25.6 per cent of sales. This 
was an increase of a little over 69 per cent in sales and 
an increase of only a little more than 44 per cent in 
expense. 

Four stores handling popular-priced shoes showed 
expenses to be 22.7 per cent of sales in 1914. Nine 
such stores in 1915 showed expenses to be 22.3 per 
cent of sales, and the same nine stores in 1918 showed 
an expense of only 19.8 per cent. 

Mr. Robertson also testified that tanners’ profits, 
which were low in 1914, were excessive in 1916 and in 
1917, particularly in the latter year. 


Extent of Investigation 


The witness, at this point, explained that the 
Federal Trade Commission inquiry covered the 
whole country, except the far West. It did not extend 
west of Denver. 

He gave it as his opinion, based on the commission 
inquiry, that profits in the leather manufacturing 
industry were excessive, and cited the fact that the 
stocks of the larger leather concerns, whose securities 
were listed and therefore well known, were going sky- 
ward, as the result of enormous profits. He said the 
figures showed that smaller concerns were doing about 


as well as the larger companies. 


Mr. Robertson told about a conference between the 
representatives of the commission and a group of retail 
shoe merchants, who asserted that a fairly skilful 
merchant would ‘‘turn over” his stock two and a half to 
four times a year, depending on circumstances. He 
said they agreed that the retailer averages a selling 
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price of 50 per cent over cost. For example, a pair of 
shoes which sell to the retailer at $2 is sold to the 
public at $3. The cost of selling is, say, 75 cents, 
leaving a net profit of 25 cents. This profit will be 
made three or four times a year on the same invest- 
ment, giving the retailer 40 to 50 per cent on his invest- 


ment. 
**High Overhead”? Claimed 


The witness was asked by Senator Ball if he did not 
consider this too large a profit. He replied that, ac- 
cording to the standards that “some people” had at- 
tempted to set up, it was too large a return on capital. 
He saw no reason why a retailer should have a larger 
return on his capital investment than any other indus- 
trial or commercial concern. He expressed the further 
thought that the retail business is afflicted by too 
many stores. A far smaller number, he said, could 
fulfil all public necessities and save money for the 
consumer. A large number of small dealers, he 
asserted, are making “some kind of a living’’ out of 
the retail shoe business. Their costs for selliug are 
high. They have a high “overhead.” The public 
pays for this. Larger concerns can charge less and 
still make a profit. , 

The large number of small merchants does not re- 
sult in lower prices by increasing competition. This, 
Mr. Robertson said, was a matter of experience and 
observation. He found that prices were not reduced 
by the increased number of tradesmen, but, on the 
contrary, were increased. 

He was able to suggest no remedy for high prices 
of shoes, but expressed the opinion that the consumer 
was chiefly to blame. The great buying public, he 
said, could bring about reduced prices as soon as it 
wanted them badly enough. The main trouble now 
was that the public did not desire lower prices suffi- 
-ciently to insist on them, and so regulate its purchases 
that prices would be forced down. 


Arthur Burt Testifies 


In this opinion Mr. Robertson was in entire agree- 
ment with the witnesses, all Washington retailers, 
who followed him. This was the view of Mr. Arthur 
Burt, of the Arthur Burt Company, one of the oldest 
-and most reputable shoe dealers in Washington, who 
was the next witness to take the stand. Mr. Burt 
‘said his capital investment was about $60,000. His 
gross profits in 1917 were $75,000 and in 1918, $84,000. 
His net profit in 1917 was $18,000 and in 1918, 


-$16,800. His sales in 1917 were $180,000 and in 1919, | 


“$231,000. 

Mr. Burt told the committee of the long series 
-of conferences held between officers of the War 
Industries Board and representatives of all 
branches of the leather trade more than a year 
-ago, after which an agreement was reached that 
profits in the shoe merchanting business should 
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be limited to 40 per cent. This agreement w:is 
to go into effect on June 1 of the current year. 
The armistice ended the agreement, but Mr. 
Burt expressed the opinion that the local and 
national associations of shoe dealers would 
hasten to expel from their ranks any merchant 
who was now shown to be exceeding these profits. 
He said further that he did not believe that 
many merchants were profiteering. There 
might be isolated instances, he thought, but 
they were the exception rather than the rule. 
The gentlemen of the War Industries Board, he 
asserted, were well satisfied that a 40 per cent 
margin was reasonable in the retail trade. Ten 
per cent, they thought, was a fair net return. 
The regulations agreed upon, he said, were based 
on this understanding. 

In describing his firm’s profits, Mr. Burt said the 
income and excess profits were included in the ex- 
penses of selling. He said he drew a salary of $5,000 
in 1917 and $7,000 in 1918. These salary items, as 
well as small salaries for the secretary and treasurer 
of the company, were included in selling costs. 


Why Shoes Cost Customer More 


He said the method of arriving at a selling price for 
shoes was to add 66 2-3 per cent to the cost price. He 
thought a few more shoes were being sold now than 
before the war. He testified also to these facts: 

Salesmen who formerly got $18 per week now de- 
mand $40 and $45. They get it, too. 

Shoes are now shipped by express instead of freight, 
which costs more. Everything used in a store is up in 
price. 

The people are demanding more and better service. 
They want only the best and insist on luxuries in the 
shoe line, where formerly they were satisfied with 
good, sound stock. 

Bargain sales are being eliminated, because the 
merchant is seldom caught in these days with surplus 
stock. His great problem is to keep his lines full 
enough to meet demand. 


Every Economy Sought 


In dollars and cents the profits have increased, but 
the percentage of profit has not increased commen- 
surately. The Burt firm has found it advisable to 
reduce prices to retain the volume of trade. and it is 
the constant effort of the house to reduce the cost of 
operating. He said his firm had adopted a policy of 
avoiding extremes in the purchase of sizes and styles, 
thereby. doing away with the necessity for special 
sales and waste. 

‘Mr. Burt pointed to the fact that he had reduced 
his net profit from 41 per cent in 1917 to 36 per cent 
in 1918, as proof of the sincerity of his professions of 
patriotism in dealing with the public. He admitted 
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that his profit of 36 per cent in 1918 was after the de- 
duction of the heavy taxes. 


A Campaign Federation 

He besought the committee to join in an educa- 
tional campaign to show the buying public the in- 
justice of its attitude toward the retail shoe man, 
whose profit, after all the evidence is in, is shown to 
be fair and not excessive. He pointed to the great 
risk incurred by the retailer, because of the whims of 
the public in the matter of styles, which make it 
necessary to carry large and numerous lines to meet 
all tastes. He asserted that the creation of a new 
style of shoes meant a factory process lasting eight or 
ten weeks and that the merchant was compelled to 
guess nine months in advance just what the public 
taste in shoes would be, taking the risk, all the time, 
of guessing wrong, and frequently doing so, to his own 
great loss. 

Finally, Mr. Burt said that in Washington shoes 
were to be had at moderate prices, if the people would 
buy them. There was little demand for anything but 
the fancy grades, he declared. The people are de- 
manding luxuries and nothing but luxuries. They 
will not buy shoes at $7 and $10, although such shoes 
are for sale—good shoes, too. 


Revealing the Facts of Business 


Herbert Rich, another Washington retailer, was 
next heard. He gave these figures of his business: 

Capital investment—1914, $77,759; 1917, $95,000; 
1918, $111,924. 

Sales—1914, $171,432; 
$422,838. 

Profits, gross—1914, $56,474; 1917, $86,547; 1918, 
$176,361. 

Profits, net—1914, $2,444; 1917, $18,743; 1918, 
$64,742. 

Operating expense—1914, $54,000; 1917, $67,803; 
1918, $111,617. 

In. the item of expense he included two salaries of 
$5,200 each and the war taxes, except income tax, 
which was not included, as the firm was a partnership. 
His average stock in 1918 was about $90,000. 

He explained that a profit of 78 per cent which his 
firm earned on certain lines of military footwear was 
due to the fact that it had bought some odd stock at 
extremely low prices and sold at about the market for 
such types of shoes, netting a large profit in that par- 
ticular line and allowing the firm to offer other stock 
at lower margin of profit, as they did. He demon- 
strated this by some figures. 

Mr. Rich also told of the increased items of expense, 
but said that 40 per cent was as much as his house 
expected to average in gross profit. The military 
footwear sales increased the volume temporarily, he 
thought, but not the profit. Sales were running about 
25 per cent larger than before the war, he thought. 


1917, $259,691; 1918, 
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Although he admitted, when questioned, that gross: 
profits, in dollars and cents, were twice as large now as 
in 1914, he declared emphatically that the much 
higher investment made the percentage of profit no- 
greater, while the high risk continued and grew every 


year. 
Public Likes and Dislikes 


Newman G. Little, of the firm of Snyder & Little, 
told of his investment, volume of business, margins of 
profit, etc., as did the previous witnesses, but brought. 
out nothing new. He gave the committee some 
examples, however, of the risks that the retailer runs. 
He told how his firm had been “bumped”’ some years. 
ago, when congress gaiters suddenly lost popular: 
favor, and again, later, when the public suddenly re-- 
fused to wear tan shoes. Once again popular whim 
sent the buttoned shoe for women to the discard and 
many a retailer lost money by the change: He 
pointed out that all these vicissitudes of mercantile 
fortune must be considered in estimating a retailer’s 
profits. It was manifestly unfair, he asserted, to base 
an estimate on any one year. Only the figures for a 
series of years would furnish the basis for a true 
estimate. 

Mr. Little exhibited to the committee four pairs of 
women’s shoes, to show the popular taste which the 
dealer must consider. One pair was of the common- 
sense pattern, of the best stock, well made, and very 
moderately priced. For them, he said, there was no 
sale. The others were fancy stock, of the most 
fashionable design, and sold at top prices. These 
shoes, the witness said, could not be supplied fast 
enough. The women would have nothing else. On 
such stock, he admitted, the gross profit was doubled, 
but he doubted if the net, in the long run, would be 
greater than on more conservative goods. 

Mr. Rich, also, blamed the public for price condi- 
tions. The merchant is forced, to save himself, to 
increase prices on luxuries, the taste for which is con- 
stantly changing, causing the dealer enormous losses. 
He is entitled to guard himself, but can do so in only 
one way, and that by charging enough to recoup for 
unavoidable loss caused by no fault of his own. 

Other witnesses were Sol Meyer, of Sol Meyer, Inc., 
and Edward Horn. The latter is a dealer in moder-- 
ately priced shoes. He submitted his testimony in 
writing. 

Senator Ball concluded the hearing with a brief 
statement, to the effect that he believed Congress 
would find it wise to devise some legislation looking to 
reducing the price of shoes. He was not prepared, he- 
said, to predict what it would be. He added that the 
committee was convinced that profits in the shoe 
business,, while perhaps not so large as the public 
might think, were nevertheless rather higher than in 
some other lines of trade, and he did not think that 
was fair to the public. 
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A Sensation at the Deauville 


Powdered Legs 


Group at Deauville Races—Gaby Deslys at 
Races—Red Morocco Sandals— Right Wearing White Buckskin, Patent 
Leather Trimmed 


From the Longchamp Races— 
Black Satin Ornamented Slipper 
—Bracelet Jeweled Strap 


Paris Styles----Audacity the Keynote 


Elaborate Footwear Prevails 


LETTER FROM DEAUVILLE 
The World Assembles at the Races 


HE week of the Grand Prix Race at Deauville 
this year more than surpassed all anticipations. 
Notwithstanding the exorbitant price of every- 

thing from a bed to a mutton chop, every available 
inch of space in the hotels was taken, and the season 
was one of the most brilliant that even this most 
famous of ,European resorts has ever witnessed. 
Rooms in some of the hotels during the last three days 
of the final week rented as high as 300 francs the 
night, yet foreign buyers, Paris 
dressmakers, textile manufac- 
turers, milliners, and all of the 
Paris trade world, with both 
halves of the other world, namely 
the mondaine and the demi- 
mondaine, were on hand. 





The Fashions Are Launched 


The fashions launched were 
audacious. No stockings, no col- 


Novelty Double 

Tongue Colonial 

Tie of Black and 
White Leather 


lars on man or woman, no sleeves, no (do we dare 
say boldly?) undergarments. Day dawned at 12 
a. m.; night continued until 5 a. m. 

Joshua and the ‘Sun’ had nothing on Deauville. 
Between these hours of noon and dawn women went 
largely as nature made them. For the beach, white 
and light colors such as mauve, yellow and coral pink 
dominated. 

Tussor cloth in pastel colorings, also in bold 
awning stripes,.was prominent. Linens were the 
great vogue and were worn both in sheer as well as in 
heavy qualities. 


Short Skirts and Clinging 
Garments 


The dresses were made with 
short skirts measuring a good 16 
inches from the ground, and 
often with a marked flare at the 
foot. The neck usually finished 
in a deep pointed or rounded de- 
colletage. Many of the costumes 
worn for the beach, also in the 





A Novelty Mule 

in Shell Pink Glace 

Kid, Patent Leath- 
er Trimmed 
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Casino, were worn directly over the 
skin, in other words as one formerly 
wore their shirts. Some of the women 
wore very sheer clinging culottes of 
flesh colored silk, but quite as many 
wore not a vestige of any sort of de- 
scription save the outer garment 
visible to the naked eye. 


Negligee Frenzy Adopted by the 


This frenzy for going unclad and 
as nature made one is even ex- 
tending to the masculine population, and negligee 
shirts with soft roll collars, closing or rather open- 
ing in a deep pointed decollete at the front, were 
worn by all the men on the beach, at the races, and 


even for afternoon tea. 


Sans Stockings or Realistic Flesh Tones 


Stockings when worn were in the most realistic of 
flesh tones, but by far the greater number of women 
entirely dispensed with these articles of wearing 
apparel. Up to date the men still consider a silk 
sock is better form, but how long this will last at 
the present rate of casting clothes and discretion 
to the winds it is difficult to state. It is interesting 
to note that many of the shoes worn are chosen in the 
color of leather which will be the most becoming to 
the flesh, or in any case which will blend the most 
harmoniously with the skin, be that red, tan, or milky 
white. For instance, a dark brunette with much 
tanned legs wore a light tan linen dress, and high 
heeled sandals in alligator skin, the brown of the 
alligator skin just matching the color of the sun- 
tanned flesh. 


Gaby Deslys Poses in Bathing Costume 


The costumes left nothing to the imagination as 
worn by either man or woman, but in this they in no 
way differed from those worn before the war at this 
particular resort. Madame Gaby Deslys was among 
the noteworthy attractions signaled on the beach, 
where at the bathing hour she smilingly posed for 
the “movie man” in a pink silk cap, and backless 

black bathing tights. 


Styles for the Evening and 
Casino 


For the evening and the casino 
women were if possible even 
more scantily attired than for the 
bath. The dresses, in fact, in 
practically every instance con- 
sisted of a bodice made of a wisp 
of tulle across the front, a jewelled 
girdle, a full panier and a train. 





Black Satin and 

Velvet Colonial— 

Tongue and Buck- 
le in Jet 





Gray Buckskin Novelty Half bare. 
Men Boot, Instep Straps Buttoning in 
Diagonal Line Around Ankle 
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Stockingless feet were quite as much 
the vogue in the ball room as on the 
board walk. Mules in silver cloth 
with high heeled soles were worn 
with many of the most elaborate 


> toilettes. The mules were in genuine 

yy mule style, that is, showed long toe 
and vamp, but no back part, so that 
the heel of the foot was left perfectly 
Slippers in brilliant colored 
silks brocaded in metal were also 
conspicuous for evening wear. These 
usually were worn to match the 
costume, though often they were seen with dresses 


in black velvet or black satin. Peacock blue bro- 
caded in gold was the favored combination. 


Colored Heels on Black Satin Slippers 

Colored heels on slippers in black satin or in black 
velvet were favored, and as the recent openings of the 
Paris dressmakers have proved conclusively that 
fashions for the coming season are to be largely 
influenced by the styles of the Louis XV period, as 
well as by those of the Italian and Spanish Renaissance, 
this vogue for the colored heel on evening slippers 
in black or in white which was a note of the styles 
of those periods in shoes will doubtless hold its own. 


A Summary of Shoe Styles 

With regard to styles in general in shoes as worn at 
Deauville these were extremely fancy and were 
complicated in trim. In cut, however, they showed 
little that was really new. 

Sandals and mules were by all odds the most 
conspicuous styles, though colonial ties in fancy 
styles, oxfords, and strapped and bracelet slippers 
were also much in evidence. 

Slippers in strapped styles made in light colored 
glace kid such as shell pink were noticeable worn 
with costumes in white. Yellow and mauve were very 
fashionable both for day and evening wear. Yellow 
combined with black or with brown was strongly 
favored. Yellow costumes were as a rule worn with 
slippers in golden brown satin, and with hats of 
brown velvet. White slippers 
were worn with costumes in 
mauve. 





New Atlanta Shoe Store 


Black’s Shoe Store has just 
opened for business at 9 Decatur 
Street, Atlanta, Georgia. It is 
one of the attractive shoe stores 
in Atlanta, and is devoted to 
the selling of men’s, women’s and 
children’s popular priced shoes. 
Irving Edison is in charge. 





Colonial in Black 
and White Kid— 
Cut Kid Fringe 
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Dishonest Practices Hard to 
Prosecute 


Merchants United in Theory, Not Action— 
Therefore Sample Stores Are on Increase 


It appears to be about the easiest thing in the 
world to get the substantial shoe merchants in any 
community to unite theoretically for the suppression 
of the dishonest merchant. It needs no argument to 
convince the average merchant that it is a detriment 
to him as well as to the entire trade of his community 
to allow even one black sheep to continue using dis- 
honest trade and advertising methods. But when it 
comes to making an official and specific charge—it’s 
another matter. 


Takes Easiest Way 


Recently one Philadelphia merchant who com- 
plained of such an instance was urged to make formal 
complaint. He had all the proof necessary to make 
all kinds of trouble for his offending rival. But he 
shied when it came to actually doing something. He 
confessed to a disinclination to take the lead in “‘start- 
ing something” and so concentrating on himself the 
personal enmity of the offending merchant, and sup- 
ported himself with the argument that inasmuch as 
the dishonest one must ultimately fail directly as the 
result of his questionable methods, it was hardly 
worth while to “kick up a row.” 


Attitude Hurts Trade 


His argument was sound, 
up to a certain point, 
states an association offi- 
cial. It is almost certain 
that the offending mer- 
chant must ultimately fail, 
thus settling the matter so 
far as it immediately con- 
cerns the specific commu- 
nity. But the policy of let- 
ting such a man work out 
his own undoing is, in the 
long run, a_ very short- 
sighted one,and for this rea- 





Sandal Slipper, Black 
Patent Leather Straps 





After the Grand Prix, Deauville Races. Jewelry and 
Fringed Effects in Black and White 
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son: When the merchant of dishonest methods does 
fail, he sometimes “fails profitably,” and even if he 
doesn’t he is justas likely to start up again as athorn in 
the flesh of another community. And if the trade asa 
whole does not make it a point to drive dishonest 
merchants out of business, to harry them and worry 
them, the place of the original dishonest merchant in 
the specific community simply will be taken by an- 
other dishonest merchant from some other com- 
munity. 





The World Shoe Supply 


Probably the world’s leather supply never was 
drawn upon more heavily than it has been in the 
last few years, and never were foot coverings other 
than leather so much put to use. Taking the race as 
a whole, the wearers of leather shoes such as we know 
them are considerably in a minority. Hundreds of 
millions in China, India, Africa and South America 
wear mere sandals of matting or raw-hide or nothing 
at all, on their tough-soled feet. 

Even in those countries where the wearers of 
leather shoes have been in the majority, there has 
been an increase in the use of all kinds of substitutes. 
These have included bundles of rags in poverty 
stricken Eastern Europe, raw-hide sandals in the 
Balkans and Austria, sabots and wooden clogs in 
Germany, France and Italy; rope-soled Spanish 
sandals on the Mediterra- 
nean shores, iron-shod clogs 
and wooden soled miner’s 
shoes in England and 
Wales, and in many of these 
countries, as well as in 
America, shoes of cloth with 
various parts made of rub- 
ber compounds, some of 
these grading up to a qual- 
ity which makes them as 
costly as leather shoes. 

The whole world was 
reaching out eagerly for 
leather shoes when the 
great war broke out. 


i i, 
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Fancy Strap Slipper in 
White and Black Kid 
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Selling Inspiration 


Harvey Unlooses His Theories and Enthuses the Senior Partner--- 


Personal Interest the Voltage of Salesmanship 


“PT ’VE got it!’ These three words, exploding like 
I firecrackers, announced the entrance of Harvey 
into the senior’s office. 

The balance wheel of Middleton’s enterprising and 
fast growing shoe store sat up in his swivel chair with 
a jerk, and bored into his partner with those discerning 
eyes of his. The senior has annihilating eyes—you 
can feel the keen brain searching your soul. 

“Got what?” he said, motioning Harvey to be 
seated. 

Harvey was prepared to answer. In fine, he had 
given the afternoon to rehearsing answers to many a 
perplexing question. Without hesitation, Harvey 
delivered himself of this torrent: “Our selling force 
is lagging in the traces—the sinews of our selling 
force are getting soft—off form, every one of ’em.” 
Sweeping his hands through his hair, Harvey con- 
tinued: “Reviewing the day’s work at each day’s 
end convinces me that our force needs a shake-up. 
I don’t mean’—and here Harvey accelerated his 
words— “I don’t mean there’s indifference; they are 
getting AUTOMATIC!” 

“Cause for dissatisfaction? Why the unrest?’ 

“Got it wrong, chief,” Harvey protested. 

“All loyal, but all slow on the trigger—that’s the 
leak we've got to mend in our dyke.” 

“‘What’s your diagnosis,”’ rejoined the senior. 


“‘Well’”—Harvey tugged at his cigar to gather his — 


forces, and then said: 


*‘This Store Is Measured by Service!”’ 


“SERVICE is the standard by which this store 
is measured. Not competing selling-prices, but at- 
tentive, constructive, helpful clerical service to the 
customer. You know it frequently happens an actor 
forgets his lines; salespeople, like athletes, go stale. 
Now is our period of readjustment.” 

“How?” quickly added the chief. 

“By METHODIZING—getting a fresh point of 
view to the sales force. Progress never moves in a 
straight line, it’s up-hill and down-dale. Off days 
come, when punch is gone, determination fluffs out to 
a ragged edge, initiative is lacking, the salesperson 
gets discouraged, disgusted, weary.” 

“Why not divert their minds until the strain eases 
up and fixes itself”’—naively put in senior. 

“Just what I’m coming to’”’—said Harvey. “Every 
salesman must get himself out of the old circle some- 
times; freshen up with vigor, purpose, interest.” 


*“We Must Make Our Salespeople Care” 


Walking across the office, Harvey then renewed his 
talk. “We must make our salespeople CARE. Fun 
in business is liking it; but the inspiration for it must 
come from headquarters. Personai interest is the 
voltage of salesmanship—the creed of faith that makes 
a salesman feel that he has not done his best until 
he has done his utmost—has not simply grubbed out a 
sale, but assisted the firm. Now you, senior, and I 
save got to play dynamo; supply tlc inspirational 
hpirit to charge our forces. Let me illustrate: the 
value of power is not the wheel, the shaft, the belt, 
nor even the engine, but all these things working in 
unison; co-operation is the banding together of many 
for mutual leverage.” 


““Must we redistribute any of the stresses?’’ cut in 
the senior. 

**Real Salesmanship Is Chiefly Kinetic Energy” 

“‘No—they are all sales-worthy—but, they are 
what I term STATIC salesmen—real salesmanship 
is chiefly KINETIC energy. A stone has static 
power, power in readiness. That stone dropped’— 
and Harvey pushed the paper weight off the desk— 
“thas kinetic force, or force in motion. 

“See the difference between the inert stone and the 
speeding bullet? And,” continued Harvey, “‘here’s 
where I bring the picture right home, to us! 

‘““‘We two partners, senior, are likened to a great 
dynamo, which is of no value unless it is connected 
direct with something needing light and power. We, 
the dynamo, need speeding up; exert more power to 
measure greater results in candlepower salesmanship. 
Everything in this firm is properly connected; there 
is no wasteful wiring. We've been giving only 5,000 
volts when we should be supplying 100,000 volts! 
This plant is not being skillfully operated!” 


**The Trouble Is at Headquarters”’ 

“Huh!” was the senior’s comment on this oration. 
“You are not sparing in your criticisms of the way we 
MANAGE our business.” 

“No,” rejoined Harvey, “and we are the ones that 
need the shake-up. I know we don’t golf or ornament 
the bleachers too often—we do set good examples for 
close application to duties—but we don’t get the right 
spirit into our work—we don’t make FUN out of 
work—we don’t make work, PLAY. We don’t in- 
spire pluck, study, initiative, thought, planning. 

“Furthermore,” continued Harvey, “the ginger we 
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give out is adulterated with grim, prosaic task-driving. 
Let’s get pure water in our boilers, shake off the lime 
deposit around our stay bolts, force the bolts out with 
a full head of steam—burn more self-actuated fuel, 
throw the machinery into high gear. There have 
been no leaks of power along the line; the trouble is 
at headquarters!” 

Harvey, getting warmed up to his subject, started 


anew. 
**Success Is the Product of Belief’’ 


‘Now for my plan,” here he grew tensely dramatic. 
“It’s good to WIN; success makes us determined to 
WIN AGAIN. There’s the thrill to it, satisfaction. 
Once a man has won a race in selling, he’s determined 
to keep training always, to enter every race to win. 
Success is the product of BELIEF! This brings to 
my mind what one of my old Profs at college once 
lectured upon. It was this: to Descartes, the great 
French philosopher, is accredited ‘I think, therefore, 
I AM.” That is the principle about which all philos- 
ophy has revolved. It means that life is thought. 
Man lives in proportion to his thoughts. The man 
who sees himself as a weakling and a worm is that 
very thing; a man who sees himself as a masterful 
and dominant force achieves the end his mind per- 
ceives. Our workers may not delve so deep as to be 
guided consciously by this Descartes principle; they 
are not interested in theories. And yet, if we could 
make them see and live, day by day, the maxim, ‘I 
think, therefore, 1 am,’ we would attain more action— 
more results. 


**Keep Our Force in Training for Success”’ 


“T repeat, for emphasis,”’ said Harvey, “no one will 
win who is not sure of the winning; and, the certainty 
of success comes from self-thought aided by encourage- 
- ment. Winning is the habit of thinking success, and 
doing everything that will make for success. We two 
have experienced the things that give us the sinews of 
success, and we relish the rewards. Do we apply 
them? Do we always keep our force in training for 
success? Or do we carry on in the battle of selling 
all oul of form. Let us not excuse ourselves with the 
attitude of bosses—that’s one cause of setbacks to 
selling force.* Don’t let us attempt to prove that the 
laxity of interest on the part of our workers is due 
entirely to our indifference.” 

“So, you mean, Harvey, to blame ourselves,”’ said 
the elder. 

“To a very certain extent,’ continued the junior. 
“Don’t shun the boys out there on the selling floor. 
They are the apex of a great triangle, the base of which 
is our capital, the very foundation of our business; 
and pyramiding upward are all the strength and 
resources that we have builded into this business. 
The old notion was that this great triangle or pyramid 
sat solid on its base; but | have a far different picture 
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—invert that pyramid, let the entire bulk and stability 
of this institution rest upon the peak or apex!” 


‘*A Matter of Fine Balance’’ 


“A matter of fine balance,’ and the senior hit the 
desk a resounding whack. 

“Yes, chief, and it’s just that delicate poising of this 
great life’s work of ours on this fine point of contact 
that should give grave concern. Don’t you see, Mr. 
Rand, our head of stock, or Mr. Horne, our banner 
salesman, or Harry, the bundle wrapper; any one 
of these cogs, links, liken them to what you will, any 
of these units may support the entire business on his 
word or action of a moment, in SERVICE to a 
customer. 


“Watch the Vital Point of Contact” 


“T tell you, chief,” and Harvey put the force of 
conviction into his words, ‘““we MUST watch the vital 
POINT OF CONTACT. The merest, most trifling 
failure on the part of that POINT OF SERVICE 
CONTACT between this store and its customers 
might start the pyramid swaying on its pivot. Do 
you realize the trifling, seemingly-inconsequential 
thing that may set it off center? Why, just a little 
lost purchaser’s preference, just a mote-size weight of 
dissatisfaction on the part of a customer, caused by a 
stockman’s thoughtlessness, a salesman’s automatic 
attention or a bundle boy’s day-dreaming—may set 
the whole structure awry.” 

Harvey stopped for breath, but was immediately 
borne on to drive his argument home. He instinc- 
tively felt—knew down in his heart—that his partner 
was in sympathy with the situation as he outlined it, 
and that he had converted the older merchant from 
his time-honored traditional position of DIGNIFIED 
ALOOFNESS FROM THE SALESFORCE. 


**Service Is as Much Salesmanship as Selling”’ 


“Service is as much salesmanship as selling,”’ broke 
forth Harvey. “Inspire salesmen with the zeal to 
SERVE and you have successful selling.” 

“All of which brings us to——” 

“Cultivation, Inspiration of better SERVICE by 
our salesforce to our customers through the Human 
Interest, closer, shoulder-to-shoulder feeling of inti- 
mate regard we manifest for their efforts. 

“Come, chief,’’ and Harvey laid a firm hand on his 
partner’s knee, “‘let’s ANIMATE!” 

“Harvey,” said the veteran merchant, “‘you’ve 
floundered around a bit with your word pictures, but 
you’ve made me feel and understand our short- 
comings. Let us revise our chart-sheet—re-create 
ourselves CO-WORKING INDIVIDUALS from 
the dregs of MANAGEMENT.” . 

—And Middleton’s big shoe store had ironed out 
another wrinkle in its progression! 
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Women’s and Children’s Shoe Department of Boston Store, Fort Dodge, Ia. 


Cora McGinnis, Manager 


Successful Women Shoe Merchants 


What Chance Has a Girl in a Shoe Store, Anyway?---Story of 
Cora McGinnis 


The Answer Is Given in a Series of Articles, the First of Which Is Herewith Presented 


VERY girl in every shoe store undoubtedly 
wants to go up higher; wants to advance, but 
not every girl is willing to pay the price, willing 

to devote out-of-store hours to study, thought and 
research work to fit herself for a bigger and better 
position; to broaden her mind, to prove herself and 
acquire a sufficient knowledge of salesmanship, shoes 
and human feet to enable her to properly fit and 
properly sell shoes, and to hold and fill the better 
position when it is tendered to her. 

Not every girl is willing to study human nature and 
make herself capable of guiding and directing other 
people in successful shoe fitting and shoe merchandising. 


There are many examples of successful saleswomen, : 


department managers and store managers among 
women in the retail shoe business. Among these 
successful ones is Cora McGinnis, the present manager 
of the women’s and children’s shoe department of the 
Boston Store, Fort Dodge, Iowa. 


It is a significant fact that Miss McGinnis was not 
satisfied with merely handling out shoes. She realized 
the shoe business rightly conducted contemplates 
vastly more than hanging a pair of shoes on to a 
customer regardless of whether or not the shoes fitted 
either the feet of the customer or the occasion or 
purpose for which they were being purchased. 

Miss McGinnis is a member of the Iowa Retail 
Shoe Dealers’ Association and takes great interest 
in the conventions of that association. 

The story of her connection with the shoe business 
is told below in her ‘own words. 

“T first started in the shoe business as a shoe clerk, 
not fitting, merely selling footwear in a basement. 

“My sales averaged $100 per day. Soon I was 
offered a position in a shoe department devoted ex- 
clusively to women’s shoes where I was taught how 
to fit shoes according to last, width, length and style, 

(Continued on page 55) 
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The First Store, 1908 


JOSEPH P. MALOOF, 


Present Day Store, 1919 


Proprietor, J. P. Maloof & Bro., Block Island 


Footwear at Block Island 


Shoe Departments of Stores Facing the Sea Reveal the Progressive 
Spirit of Good Merchandisers 


N the opposite corner of the street from the 
Hotel Royal, one of the most popular hostel- 
ries of the Isle of Manisses, the Narragansett 

Indian name for Block Island, is the Enterprise Store 
conducted by J. P. Maloof & Bro. 

Joseph P. Maloof is the owner of the business and is 
assisted by his brother Sam. J. P. was born in Syria 
in 1885, and accompanied by his mother emigrated to 
this country in 1898. In 1905 he returned to his 
native country and brought to America his brother 
and sister. In 1908, at the age of 23, he started in 
business at Block Island with a cart and horse selling 
his goods from door to door and storing his small stock 
of merchandise in a little building on a back street. 

Sam Maloof was then only thirteen years of age. 
On May 23, 1910, trade had so increased that J. P. 
Maloof and his brother decided to enlarge their scope 
of operations. They accordingly commenced business 
in a real store 20 x 45 feet. On September 19, 1912, 
they purchased the store where they are now located. 
This was originally the Ocean Cottage and set back 
a little from the main boulevard. An addition was 
built and the store extended to the front street, mak- 
ing the total area of store 60 feet deep with a frontage 
of 44 feet, and giving the Enterprise Store two very 
attractive display windows facing the sea. On July 





3, 1914, Joseph P. Maioof & Bro. purchased the Hotel 
Royal, which is a building 100 x 50, three stories high. 


Active in Community and Organization Work 


At the age of 34, Mr. Maloof, Sr., is not only the 
proprietor of an up-to-date shoe department, but is 
prominent in the business and civic life of .Rhode 
Island. He is a member of the Rhode Island Shoe 
Retailers’ Association and is interested in better 
merchandising methods. 

“My first bill of shoes was bought from Greene & 
Anthony, Providence, in 1908, the 22d day of April, 
and amounted to $410,” said Mr. Maloof. Jack Ham- 
mond picked the shoes for me—a general line on my 
specifications. I had no special makes at that time. 
In 1910, I took the agency for the Regal Shoe Com- 
pany. I have made a big success on this line for both 
men and women. They have given great satisfaction 
and the firm has always stood behind the shoes and 
has always left it with me to make any adjustments 
whatsoever. I have always done right by my cus- 
tomers and they have always done right by me. 
For children, I carry the Educator shoes. I find that 
these give excellent satisfaction and fill the bill in 
regard to foot comfort and in every other way. 

“One third of the business of my store is my shoe 
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business. My shoe department certainly pays. I doa 
big business on white goods. 


Biggest Sales in July and August 


“While I have a good business during the entire 
year from the population here of 1446, according to 
the last census, my biggest sales are made in July and 
August, when the Summer population is here. 

“T carry nothing higher than $10 shoes in men’s 
and women’s. My best sellers are $8 to $9 shoes. I 
sell more shoes under $4 to children than over $4— 
$3 to $5 are the best sellers for the little folks. Mili- 
tary and cuban heels have been in great demand by 
the women. 

“On the first of April, I purchase all of my Summer 
stock. I take a memorandum of what we have the 
most call for and then we dispose 
of what we have left over and 
find out how much we need. I do 
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then living, took me into his office to talk over my 
financial condition. After getting my record, he 
smiled, looked at the other man in the office, and then 
turned to me, stating, ‘Negus, I take you to be an 
honest boy, but one with very little knowledge of the 
shoe business.” However, I have learned a little each 
year and have surely made a big success of my busi- 
ness, having besides this store a large piece of 
property on Chapel Street, with a pool room and 
garage. 

“T have a good business all the year round, but, of 
course, the heaviest in Summer. My best seller in 
children’s shoes is $3.50. In men’s and women’s, $8 
$9, and $10. I sell more Cuban heels for women than 
the Louis. 

““My lines of hosiery sell well. I carry Gordon 
Hosiery. 

“The lines of the Beacon Falls 
Rubber Shoe Company in canvas 





not carry any dead stock. I have 
sales in the Fall and about the first 
of January, which the natives pat- 
ronize well. 


Believes Thoroughly in Stock 
Records 


“T believe thoroughly in stock 
records. I have a system of my 
own, which tells me at a glance how 
my business is going. I turn my 
stock about three times a year. 

“We carry the rubbers and 
tennis goods of the Hood Rub- 
ber Company and United States 
Rubber Company and have a 
good demand for them, as well as 
for Onyx and Gordon hosiery.” 








Another Business Has Grown 


On the other side of Hotel 
Royal is the Allen Department 
Store, Adelbert Negus, proprietor, who started in 
business on the first day of May, 1889, with a 
$100 stock of shoes. Today, his store has every 
evidence of the progressive spirit of the management. 
In the shoe department, the Walk-Over line for men is 
carried; the Thomson-Crooker Shoe Company’s line 
for women, and the A. G. Walton Company’s line for 
children. 

“Yes, I started in 1889, in a little store on a back 
street, over a hardware store,” said Mr. Negus. 
“Today my business shows some expansion. I am an 
old subscriber of the ‘Recorder’s’. 


First Bill from Greene, Anthony & Co. 


“When I first thought of selling shoes, I went to 
Greene, Anthony & Co.’s. Mr. Anthony, who was 





ADELBERT 


shoes and rubbers are featured in 
my department, and I find an 
active demand for same.”’ 





SUCCESSFUL WOMEN SHOE 
MERCHANTS 
(Concluded from page 53) 
and as I became accustomed to 
handling this better grade of mer- 
chandise I studied the arch and 

heel. 

“For five years I enjoyed this 
experience. I then changed my 
location, coming to a smaller town, 
but a more thrifty one. Here I 
took up the study of arch fitting, 
given free by a manufacturer of 
foot appliances. These excellent 
lessons later aided me in fitting 
shoes better and consequently 
bringing more customers into the 
department. 

“After one year’s work in this department I was 
promoted to the head of the department. As manager 
of a women’s and children’s high-grade shoe depart- 
ment.I naturally found more responsibilities. Here 
I devote my time to managing the department, to 
buying shoes that can be sold right, making as many 
turnovers as possible a year, tactfully influencing 
clerks—doing everything possible to make my de- 
partment a success. ° 

“This shoe department is located on the third floor 
of a first-class department store. Shoes alone occupy 
one-third of this space, the rest of the floor is left to 
draperies, lingerie, beauty parlors and rest room. 

“The Boston Store is the largest department store 
in Northwest Iowa and does a large volume of 
business.” 





NEGUS 
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An Enthusiastic Worth-While Meeting 


Michigan Retail Shoe Dealers’ Association Alive to Merchandising 
Conditions 


tolerate them. Saginaw, Michigan, fortunately 

has a Chamber of Commerce which appreciates 
the value of bringing a representative group of mer- 
chants and traveling men to its city for two or 
three days’ convention session. 

As soon as it was known that the 1919 Convention 
of Michigan Retail Shoe Merchants was to be held in 
Saginaw, September 8, 9 and 10, the local shoe mer- 
chants got together and formed an association and 
then enlisted the services of the 
Chamber of Commerce to assist 
in the arrangements. 

Later when it was decided to 
put on a style show of footwear 
the merchants of other lines of 
wearing apparel wanted to come 
in on the show, and the result 
was that the Chamber of Com- 
merce took over the project also. 
No halfway style show would sat- 
isfy the Chamber of Commerce 
and they procured the services of 
a professional in the line from Chi- 
cago who brought to Saginaw 
trained models to display the 
wraps, gowns and footwear of the 
local merchants on the runway 
constructed through the main aisle 
of the large auditorium of the 


OME cities entertain conventions, others merely 


Commission System 


President Wilson gave a brief talk regarding the 
system which he employs in his retail shoe business. 
He emphasized the importance of paying clerks and 
salespeople on a percentage basis, as it develops in- 
centive and ambition. 

Mr. Wilson’s system involves commission entirely, 
he paying 6 per cent to his men employes and 7 per 
cent to his women employes. He also pays a com- 
mission of 4 per cent to each salesman on the gross 
sales of all salesmen, and an additional commission of 
5 per cent to each saleswoman on the gross sales of all 
saleswomen. These commissions from the gross sales 
are paid semi-annually. 

Mr. Wilsen has inauguratéd a system of having 
meetings with his salespeople each Tuesday morning 
to discuss business in general with them. When he is 
not there, the salespeople conduct the meetings in the 





: J. E. WILSON 
city. (Re-elected), President of the Michigan 
Retail Shoe Dealers’ Association 


usual way, without his presence. As a method of 
training his salespeople and thoroughly acquainting 
them with the stock of the store, he transfers them 
from one department to another each week. 


For the benefit of his customers and the furtherance 
of business, Mr. Wilson has installed a first-class 
chiropodist to take care of the needs of his customers. 

One of the most inspirational and educational talks 
given during the convention of the Michigan Retail 
Shoe Dealers’ Association was that of F. C. O’Meara, 
director of personal service of the 
Saginaw Products Company divi- 
sion of the General Motors Cor- 
poration. Mr. O’Meara’s address 
is given in part as follows: 


Credit Is Based on Character 


“‘Be 100 per cent honest in these 

trying times, when men’s souls 
are burning out the wheels of in- 
dustry. Don’t sit at home, won- 
dering what all this confusion is 
about. Get out and get init... . 
Credit is based on character. A 
fellow may look like a millionaire, 
act like a millionaire and still not 
be able to borrow a dollar. Char- 
acter and reputation are the traits 
of men. Reputation is what a man 
seems to be. Character is what 
he is. Character is something 
that you yourself with God’s 
assistance must create. 
The General Motors Corporation now has four plants 
operating in Saginaw—the Shipbuilding Company, 
the Saginaw Products Company, the Sonora Com- 
pany, and the Central Foundry, with a payroll of 
over $10,500,000 per year. This is only a part of our 
industry, but it is the most important part to you. 
It is the part we have given your city. 


Find a Way to Help Humanity 


“Give our working men a chance to be square. 
They don’t want charity. They are willing to work, 
but you most treat them square. Saginaw merchants 
never had a greater chance in the world than they 
now have by helping us and our working men. . . 
Lose your sight to the problem of how to make more 
money and use your sight to find a way to help hu- 
manity. . . . Many men lose their best friends be- 
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cause they are unwilling to change their opinions. 
How much is your opinion worth anyway? In my 
estimation, the customer is always right on one condi- 
tion, that I need his money. There must be one 
understanding on one thing. If your opinion is right, 
work around until you get the other fellow to see how 
it is right; but if your opinion is wrong, be square and 
give the other fellow credit for being right. . . . The 
man who has not Jearned the meaning of the word 
“service” is not on the road to success. . . . If you 
do not consider the heart of humanity, God, who made 
this humanity, will see that there is no more humanity 
to live with. 


Good Customer Is Best Advertiser 


“Don’t hang around your friends for counsel or 
for their compliments. If you want to know your 
true value, pay your enemy to tell you what is wrong 
with you, and then start on the road to correction. . . . 
Service is the power to serve to the end of satis- 
faction and profit to both the buyer and the seller, and 
satisfaction means, gentlemen, a condition of the 
mind and satisfaction means contentment in posses- 
sion. . . . You are in business to serve the needs of 
humanity with good shoes, or whatever your line may 
be, with quality equal to the price demanded. A 
good customer is the best advertisement, and you 
cannot stop the dissatisfied customer from wagging 
his advertising tongue. 


Take an Interest in Humanity 


“Mr. Durant said to George Hannum, Saginaw 
manager of the General Motors, ‘Our men and our 
equipment are great in the eyes of people, but in my 
sight they are insufficient and insignificant to compare 
with the value of the men and women who make our 
products.’ It is time for us to remove the scales from 
our eyes, that have been created and woven there by 
the spider of selfishness, and open our eyes to see the 
good principles in other men. . . . This old world is a 
better world today than it has ever been since God 
first said, ‘Let there be Light.’ The price we are pay- 
ing for this better world cannot be paid in dollars. 
Take an interest in your fellow men, if it is only to 
say, ‘Thank you.’ When you are taking a woman’s 
hard-earned money for one of your products, do not 
think of yourself only, and be anxious to get over to 
that old till, which is crammed to the top, to ring up 
that extra sale, but pause long enough to ask her how 
her little sick girl is getting along... . _ 


Develop Confidence in Your Fellowman 


“Each individual in the world is like a snowflake. 
One snowflake could* make no impression on the 
world. One person can dono more. Many snowflakes 
can make a great storm and accomplish thereby their 
purpose. Many men and women with each others’ 
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help can attain their goal. . . . Get your customers’ 
and your friends’ confidence. That is the only way to 
get their trust, otherwise your efforts to attain their 
business are like pouring water on a duck’s back; 
for you are pouring the oil of conceit that flows out of 
the well of ‘I am It.’ How much confidence have you 
men in your fellow men? If I were to tell you I had 
something in my hand to show you, that you had 
never seen before, and that you could never see 
again, would you believe it? (The audience said they 
would not.) . . . Here is a peanut. From this peanut 
I take the kernel, which you have never seen before, 
and now I eat it, and you will never see it again. . . . 
Develop confidence in your fellow men. ‘Distrust 
is the cause of 98 2-5 of our trouble. . . . Conduct 
your business in the interest of humanity. . . . Do 
not close your ears to the call of.ambition. If ambi-° 
tion is calling in your ears, and you know you can be 
what you want to be, lift up your head, throw out 
your chest and start for it... .” 


The Business Man’s Importance 


Thomas Jackson, president of the Detroit Retail 
Merchants’ Association, who has an exclusive women’s 
shop in Detroit, and one in Royal Oak also, addressed 
the convention. He emphasized the importance of 
shoe men co-operating and consulting their fellow 
business men, and exchanging knowledge which they 
have acquired from their different experiences. He 
reported that the Detroit organization was young, 
and that it was showing rapid growth. 





A Name Contest 
Prize of $100 Is Offered to ‘‘Recorder’’ Readers 


The F. Mayer Boot & Shoe Co. of Milwaukee has 
“started something.” This “something” is a contest 
by which “‘Recorder”’ readers may win a prize of $100. 

The requirements for this contest are most simple, 
and the competition for the $100 prize promises to 
afford to the contestants a pleasing trip into the realms 
of thought of the little folks, to determine what would 
be the most appealing, easily remembered and most 
readily spoken name for a line of children’s stitchdown 
shoes. 

The contest will close September 30, so that “Re- 
corder” readers who wish to compete should com- 
mence at once to call to mind one or more names which 
they feel will interest the kiddies. The more names 
that a “Recorder” reader sends, the better chance 
will he have of winning the prize, and the better 
pleased will be the committee appointed by F. Mayer 
Boot & Shoe Company to act as judges in the contest. 

All names should be sent to the Advertising Depart- 
ment of the F. Mayer Boot & Shoe Co., Milwaukee, 
Wisconsin, and mention should be made of the 
“Recorder.” 





58 


BOOT AND SHOE RECORDER 











Help Kill These Bills 


By A. H. GEUTING, President National Shoe Retailers’ Association 


There are two Bilis under consideration at Washington, either of which, if passed 
by Congress, will work injustice and hardship, if not certain ruin, tothe retail shoe business. 
The Stephens-Ashurst Bill gives manufacturers the right to stipulate the retail selling 


price of their products. 


The Siege: Bill (H. R. 8315), now pending in the House Committee of Domestic and 
Foreign Commerce, provides for the stamping of the wholesale price on the article ! 


OTH of these pending forms of legisla- 
tion are pernicious, dangerous to the 


best interests of the country, and 
meddlesome, to say the least, as affecting the 
retailers of the country. 

There has also been appointed under the 
powers of the Judiciary Department, through 
the Food Control Act passed as a war measure, 
a so-called Fair-Price Committee. The attorney- 
general has an extent of power under this act 
to create price-fixing committees all over the 
country and thus set in motion a vast price- 
fixing machine whose control will extend over 
all the necessaries of life. , 

What are we going to do about these things 
things that are threatening our existence as 
retailers ? 

| urgently request you to get busy and present 
the seriousness of the present situation to your 
members. Letters and telegrams to the rep- 
resentatives and senators from your district, 
protesting against the passage of these bills, 
should be sent immediately by every dealer in 
your State. 

Letters of protest should contain good argu- 
ment against these bills. Against the proposal 
to permit the manufacturer to stipulate the 
retail selling price, it may be argued that 
varying conditions and varying costs of re- 
tailing in different sections of the country Would 
make it obligatory by the manufacturer to 
price hi§ product high enough to cover the 
maximum of conditions and prevent competi- 
tion. Ordinarily competition controls the price 
of merchandise, and the same merchandise 
would undoubtedly reach the consumer at a 
lower price under competitive retailing than 
were the retail price to be fixed by the manu- 
facturer. The Stephens-Ashurst Bill obviously 


ties the hands of the retailer and puts a price 
monopoly in the hands of the manufacturer. 
Is there any reason to believe that the manu- 
facturer is more honest than the retailer, and 


that the consumer’s greater safety lies with 
the manufacturer? 

As against the Siegel Bill, the best argument, 
in my opinion, is the fact that with ever-changing 
market conditions the same merchandise would 
be on the shelves of the retailer at varying costs. 
You might have certain other sizes at one price 
and certain other sizes at a higher cost, which 
condition actually exists in every shoe store 
today and which is not understood by the 
consumer. The Siegel Bill, if passed, would 
turn every commercial institution doing a 
retail business into a mad-house. 

There has been no proof produced as yet that 
shoe retailers have been profiteering. No other 
system safeguards the public so well as open 
competition. We are all of us against monopoly; 
we are opposed to price-fixing by agreement, 
which is the purpose of the Stephens-Ashurst 
Bill; we are for the. open market and open 
competition, and I submit competition and not 
monopoly has proved the consumer’s safety. 

It is natural, with: prices going up as they 
have been doing of late, that protests against 
the high cost of living should be filed by the 
constituents of this or that senator or repre- 
sentative. Likewise it is to be expected that 
these congressmen will take cognizance of such 
protests. But why should they jump, without 
due proof, to the conclusion that the fault lies 
with the retailer? Unless the case be proven, how 
can such legislation as is proposed remedy the 
situation? Every regulation that will add to the 
cost of doing business will certainly add its 
additional tax on the public? 

I have been preaching, and shall continue to 
do so in the strongest language of which I am 
capable, that shoe retailers are not profiteering, 
but on the other hand are endeavoring to con- 
duct their businesses on a safe and sound 
commercial basis to the best possible interests 
of their customers. As a craft we challenge 
anyone to refute this statement. 
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Employees’ Profit-Sharing System 


An Investment Plan for Shoe Factory Workers Guaranteeing Ten Per 


Cent on Stock Earnings---Interest Compounded Quarterly 


HE Edmonds Shoe Company of Milwaukee 
has put into operation a plan whereby its 
shoe factory employes may participate in 

the earnings of the company. 


This concern offers its 
employes a liberal propo- 
sition to become stock- 
holders. It is possible for 
all employes to avail 
themselves of the oppor- 
tunity, as the company 
arranges weekly payments 
which are agreeable to the 
employe. The _ stock 
offered is the regular 7 
per cent preferred stock 
of the company, with an 
additional 3 per cent, 
making a total of 10 per 
cent on the employes’ in- 
vestment. The 10 per 
cent earnings are com- 
pounded quarterly. 

The Edmonds Shoe 
Company issues a 100 
per cent preferred stock 
certificate as soon as $100 
has been paid in. 

The employe who de- 
posits $5 per week for a 
period of twenty years 
would actually invest $5,- 
200, but would have $16,- 
595.46 to his credit, be- 
cause to his original de- 
posits would be added the 
interests compounded 
quarterly, amounting to 
$11,395.46. 

The employe who de- 
posits $10 per week will 
in twenty years have 
paid in $10,400, but this 


principal will have grown to $33,190.92, be- 
cause in the meanwhile 
accrued to him through quarterly compounded 


interest. 








Official Comparisons on Living 
Costs 


Circular No. 423, U. S. Department of Labor, 
Bureau Labor Statistics 

Taking the prices of 1914 as a base, the table 
shows the per cent of change in each of the ensu- 
ing years in prices of the various groups of items 
entering into the family budget. 

Percentages ef increases in cost of living from 
December, 1914, to December, 1915, 1916, 1917, 
1918, and to June, 1919: 

NEW YORK, N. Y. 





Items of Percentage increase from 
Expenditures December, 1914, to 
Dec. Dec. Dec. Dec. June 
1915 1916 1917 1918 1919 
Food............. 1.34 16.26 55.28 82.62 75.32 
Clothing— 
Male........... 4.78 20.32 51.40 126.39 138.62 
Female......... 4.87 24.73 57.63 137.15 162.19 
er err ee 4.82 22.31 54.21 131.15 151.60 
* Housing ........ -10 05 2.63 6.47 13.38 
*FuelandLight.. .06 10.98 19.92 45.47 45.40 
Furniture........ 8.43 27.60 56.47 126.51 136.57 


Miscellaneous.... 1.97 14.91 44.68 70.01 75.11 





Cee 1.97 14.91 44.68 77.28 79.22 


* Decrease 
In the above figures the various items are in 


approximately the following proportions: 





SRNL IIE ja. JL Se any Pa mene awe nro 42% 
MMII ale, Bernt td 5.4. Sicusio.c tsa seins on dene 16% 
ee eae bit SR Peis a scene Ue aa eee te 13% 
ES a ar ie 
Furniture and Furnishings................ 4% 
IEEE xicc.ac, «+. c.s:<. caccia Geasioweieeacnet 19% 

Bids oR ER Ri coins aide eck halen aes 100% 








$22,790.92 would be 


trade in this section. 


Fish Hides Next January 


It is understood that the Universal By-Products 
Company of Pittsburgh, Pa., which is now engaged 
in tanning fish hides for leather for commercial pur- 


poses, has purchased a 


. plant at Seattle, Wash- 


ington, where it proposes 
to begin work on January 
1, 1920. When the plant 
is in working order it will 
have a capacity of turn- 
ing out 25,000 square feet 
of upper leather per day 
and 22,000 pounds of 
sole leather, besides other 
by-products. This firm 
has a large fishing plant 
now at Seward, Alaska, 
and other points on the 
Pacific Coast. Samples 
of the leather made by 
this firm are now in the 
hands of the Bureau of 
Fisheries, Department of 
Commerce. 


Schutz Shoe Co. 


An Up-to-Date Shoe 
Store Opened at To- 
ledo, Ohio 


William L. Schutz and 
his son, Elliott C. Schutz, 
have recently gone into 
partnership for the pur- 
pose of conducting an up- 
to-date shoe store at 114 
Main Street, Toledo, 
Ohio. 

W. L. Schutz has been 
in various branches of the 
shoe business for over 
thirty years. For the 
past years he has traveled 
Iowa, Nebraska, Missouri 


and Kansas. He is particularly well known to the 
Elliott C. Schutz will manage 


the shoe store while his father, William L., continues 
on the road as in the past. 
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“ WONDER,” said a 
progressive retail shoe 
merchant, ““why other 

merchants do not make more 

use ‘of the telephone as a 

business-getter? We have 

a branch exchange in our store because we have 

found that to tell a customer ‘line is busy’ is like 

closing the door in his face, and chances are he will 
call up another concern in our line and leave the 


order instead of waiting till the line is free. We also. 


know when a customer calls once or twice and is told 
‘busy line’ they call another concern in the future. 

“We have compiled a telephone list of all our 
customers. When a customer gives his name and 
address to have a package sent home we also ask for 
the phone number. This is for the purpose of calling 
the customer if the shipment goes wrong, also to 
secure a list of our patrons who have telephones. 
This list, after compliation, is used to announce sales 
and for other purposes. 


Good Will of Customer Created 


“The other day we held a sale of goods which were 
too small in quantity to advertise, so we placed one 
of our salesmen at a telephone, and in jig time the 
lot was disposed of, to say nothing of the good will 
created by the conversation, which was something 
like this: 

““*Good morning, Mrs. Smith; this is Blank’s store 
calling, Miss Jones on the telephone. Mrs. Smith, I 
thought that ou would be interested in a sale we are 
about to hold consisting of a few pairs of shoes, among 
which I find a few just your size.’ ” 

“Most everyone bought, and almost everyone 
thanked Miss Jones for the interest she displayed in 
calling. 

“If You Can’t Call, Phone’’ 


“*At certain times of the year we display a telephone 
window, consisting of a small switchboard (borrowed 
from our local telephone company), before which we 
place a seated figure with ear-piece pad, over which 
we place a sign reading, ‘If you can’t call, phone,’ 
also, “This store is never closed to the telephone.’ 
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Three Suggestions on Salesmanship 


Now Is the Time for Greater Turnover by More Active 
Selling Methods 


No. 1---Telephone Salesmanship 


Method to Advertise Special Sales Emphasized Through Novel 
Window Display 


As an inducement to our sales force, we offer a small 
monthly prize to the salesman who makes the greatest 
number of sales over the phone. This means when 
a salesman has nothing pressing on hand, instead of 
lolling about and killing time, he phones to a few 
persons, and sell people who had no intention of 
buying via the telephone.” 


No. 2---Checking Up en Lost Sales 


A Valuable Analysis of Trade by the Store 
Salesman 


A small but progressive shoe merchant caused a 
system to be installed in his store which gave him a 
complete check on lost sales. 

Each salesman was given printed forms, which were 
returned to the office at the close of each business day. 
On these forms were spaces to be filled in showing just 
why the sale was lost. To “check up,” every person 
entering the store was counted, and a form made out 
marked “sold” or not. For example, if 200 customers 
entered the store, 150 sales slips and 50 “reasons why 
the sale was lost’? forms must be accounted for. 
Further investigation and digest of many slips as 
above disclosed the fact that a shoe merchant who 
loses more than ten per cent of his trade is in a 
dangerous position. 


What a Digest of Printed Forms Revealed 


A digest of forms disclosed the fact that the greater 
number of lost sales was caused by an incomplete 
stock of sizes. 

A reduction was taken on the goods overstocked, 
the cash from sales invested in new goods, and this 
evil overcome to a great extent. 

It was found, however, that this course was neces- 
sary at least twice a year, as excess stock accumulated 
no matter how carefully watched during this period. 

The next greatest loss of trade was through faulty 
salesmanship, caused in the main by not presenting 
goods in an intelligent manner. The “reason why” 
slips failed to directly record this fact, but on entries 
“customer only looking”’ the fact was as plain as day, 
for every experienced merchant knows the “looker”’ 
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is the logical buyer. True, each “looker” may not 
buy today, or tomorrow, but in the end a sale is 
possible and each day brings forth its quota of persons 
who were “‘lookers’” yesterday and the day before. 

A short course of practical salesmanship was given 
the salesmen; the merchant spent more time on the 
floor of his store, with a result highly gratifying in 
the extreme. 


Close Attention to Customer Necessary 


Another source: of lost sales was the question of 
close attention to the qualities of goods customers 
required. Many times a salesman offered goods too 
high for the purse, or too low in price for desire, with 
the resulting loss of a sale. If a salesman tries to 
interest a customer in shoes too high in price for his 
purse, it is hard to sell the lower grades, for he has 
sown the seed of dissatisfaction. 

Last, but by no means least, another cause of lost 
business disclosed by the “‘tell-tale slips’ was faulty 
buying on the part of the shoe merchants. Entries 
such as “customer saw goods cheaper at another 
store” or ‘quality not as good as on sale at ‘Blank’s,’”’ 
caused the merchant to investigate, examine mer- 
chandise and overcome this source of lost trade. In 
short, if a merchant wishes to increase his business, 
find out where it is weak by installing the system as 
above. 


No. 3---The Return Visit 


A Talk on Customer Good Will by the Small- 
. Town Merchant 


_Said the manager of a well-known small-town shoe 
store, “If we could get all our people to say ‘thank 
you’ and ‘call again’ in a manner which would leave 
the impression that they really meant it, we would 
have gone a long way toward solving the problem of 
getting the customer to return again and again to our 
store, thus proving a valuable asset. 

“You see,” he continued, ‘“‘we.are located in a small 
town and draw our trade from a limited area; thus we 
are almost forced to get the buying public into our 
store many times per year to secure our quota of 
business. 

“In the past we have tried many plans to instill this 
thought into the minds of our salesmen, with only 
partial success. As a result of our collective efforts, 
we have done much good work, still much remains 
to be done along the above lines. 


The Method Adopted Explained 


‘For the benefit of other small-town merchants, to 
say nothing of the energetic community store-keeper, 
we are glad to tell just what we have done to plant the 
seed of good will and cause customers to have a 
friendly feeling toward our establishment. 
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“‘We try to impress on each salesman the fact the 
value of his services and the amount of his sales 
hinge on the number of steady patrons he can 
control. You will note, in our store, almost every 
caller is saluted by name, and in many instances it’s 
‘May’ or ‘Jim’, in reply. The fact is, some of our 
salesmen are on such familiar terms with their trade 
that first or Christian names are used almost ex- 
clusively in ‘sale conversation.’ 

“Of course you cannot assume the air of familiarity 
at the start of your business career, but you can keepa 
note-book and jot down the name of every person 
you serve; thus in a short time you will be able to 
greet your trade as ‘Mrs. Jones’ or ‘Mr. Smith,’ and 
not the usual cold stare so many customers are met 
with when they enter a store.” 





Shoe Factory Outing 


Employes of Wise-Cooper Company, Auburn, 
Maine, Make Merry at Lake Tacoma 


The factory employes of Wise & Cooper Company, 
Auburn, Maine, held their annual outing on the 
shores of Lake Tacoma, Saturday, September 6. The 
events of the morning were well arranged in a manner 
that spoke volumes for the sport.committee. Lau- 
rence Cooper, as clerk of the course, handled the en- 
tries with the abandon of a “‘vet,”’ while Charlie Hull, 
as starter, sent them off without a false start. The 
judges were A. H. Cooper, A. L. Kinsley and Super- 
intendent John McMurray. 

At noon the program was suspended for lunch. A 
ball game for the “‘weaker sex’’ championship for the 
factory was the opening feature of the afternoon 
program, Mr. Norris acting as umpire. The game 
ended in a draw, 10 to 10, and was most interesting. 

In the afternoon dancing took place with a prize 
waltz as a feature, Mr. and Mrs. Record taking first 
money. The judges were Mrs. Finsley and Mrs. 
McMurray. 

At the close of the day’s program, Henry Parks 
thanked the members of the firm for their generosity 
in making such a day possible and dwelt upon the 
harmony that existed within the factory. In con- 
clusion he requested Arthur Cooper, senior member of 
the firm, to step to the platform assembled, and on 
behalf of the 200 appreciative employes, a bouquet 
was presented to the firm through Mr. Cooper. Mr. 
Cooper replied in his usual genial vein. 

The day’s outing was voted the best and happiest of 
all happy events. © 





New Shoe Store 
The Truss Walk-Up Shoe Store has recently opened 
for business at 13214 West Main Street, Oklahoma 
City, Okla. Mr. Truss has been in the retail shoe busi- 
ness at Oklahoma City for the past ten years. 








62 BOOT AND SHOE RECORDER Sept. 20, 1919 


Census of Boot and Shoe Making 


Decreases Shown in Shoemaking That Are Most Significant in 


Practically Every Type of Shoe 


DEPARTMENT OF COMMERCE ber 31, 1918, March 31, 1919, and June 30, 1919, are 


Rese of the Canes given in the following table, together with the per- 
centages of increase or decrease. 


Waeiingian, Segteeer Ei, SO The imports and exports of boots and shoes and 

The results of the census of boots and shoes and manufactured leather goods, as compiled by the 

manufactured leather goods, as reported to the Bureau of Foreign and Domestic Commerce, are also 
Bureau of the Census for the quarters ending. Decem- given for the same periods. 


BOOTS AND SHOES AND LEATHER GOODS MANUFACTURED 





teenie aitieniel teliaeada aia ; | Per Cent of 





Quarter Ended Decrease (1) 















































Unit | e 
of June 30. | March 31, | December 31, | March Dec. 
| Measure | 1919 1919 1918 | June | March 
Number of establishments.................. 1,510 1,428 | 1,676 | he -14.8 
Boots and shoes, total..................... Pairs 63,270,878 55,737,903 93,506,484 | * 13.5 | —40. 4 
Military (for Government use)............| Pairs 799,196 1,306,065 } 5.275,392 -38.8 | -75.2 
Civilian: | F P. , 
Men’s— 
et i esa a saal gia shanna | Pairs 15,909,207 12,344,355 | 20,247,852 | 28.9 39.0 
GN UE OO oo i oie eine sadas Pairs 3,062,081 | 3,220,200 1,740,996 - 4.9 85.0 
Youths’— 
I ECOL PPT Fe eT ee Pairs | 2,216,753 1,179,492 | 2,788,068 | 87.9 | -57.7 
Oxford and low................ ae Pairs 109,467 | 125,434 | 381,084 | -12.7 -—67.1 
Boys’— | | 
Eee Eee OL Oe ee ee oF see Pairs | 3,051,041 1,911,129 3,565,620 59.6 —46.4 
I OE IE ios isis canvases addins | Pairs 293,936 211,194 82,812 39.2 155.0 
Women’s— 
NN tien eatkaedecaunacades wan Pairs | 10,367,032 8,587,114 | 20,519,040 20.7 -58.2 
Onford amd low... ... cc ccccccscccces | Pairs | 11,378,436 | 13,251,571 | 12,076,944 | -14.1 7 
Misses’— | pe | Ep,» 
SEE PPE ee eee ee Pairs 2,414,920 | 1,457,150 5,124,432 65.7 -71.6 
Ge ON PON sks i discs cca xs | | 1,589,809 1,611,016 | 2,042,808 - 1.3 —21.1 
EE Re eT rey | Pairs 4,298,260 4,718,411 6,147,264 - 8.9 —23.2 
ered. taints aiiie Ridius, 5.0 mee eats Pairs | 5,477,095 4,255,165 | 11,337,360 28.7 -62.5 
eect one a id iaintns wae aw ees | Pairs 619,302 573,666 | 800,556 8.0 —28.4 
Athletic and sporting................. | Pairs | 228,123- | 255,697 226,392 -10.8 12.9 
SEE a ee eee ere ae rnr | Pairs 1,451,400 720,488 | 1,042,260 101.4 -—30.9 
SE eee PE Te were ; Pairs 4,820 | 9,756 107,604 —50. 6 —90.9 
(1) A minus sign: (—) denotes decrease. 
—— —_ - 3 — 
BOOTS AND SHOES AND MANUFACTURED LEATHER GOODS IMPORTED AND EXPORTED 
Quarter Ended 
June 30, 1919 Mareh 31, 1919 December 31, 1918 
Quantity Value Quantity Value Quantity Value 
Imported 
Boots and shoes, pairs................ 12,562 $43,522 11,135 $36,738 8,173 $53,213 
Exported 
Boots, shoes and slippers, pairs........ 5,996,926 20,329,766 5,071,074 15,842,178 3,296,771 8,235,161 
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For Representation at Washington 


Captains of Shoe and Leather Industry Should 
Organize—Cincinnati Shoe Merchant’s Advice 


J. P. Orr, president of the Potter Shoe Company 
of Cincinnati, Ohio, speaking last week at the “Our 
Country First” conference in Chicago, which was at- 
tended by prominent business, labor and agricultural 
men, strongly urged the men of influence in our coun- 
try to organize. 

Mr. Orr stated that a few years ago approximately 
one-half of all the retail shoe men in the United 
States were insolvent. He said: “There isn’t a 
harder working body, taken as a whole, than the 
retail shoe merchants, and yet that was their status 
according to best obtainable judgment.’ This situa- 
tion prevailing, he then related the birth of the 
National Shoe Retailers’ Association, its early years 
of insignificance, the small attendance at its first few 
conventions, how the trade press gave glowing reports 
of their meetings, making those who did not attend 
feel as though they had misséd something great, and 
finally how, after the hard work on the part of A. C. 
McGowin, the association began to grow by leaps 
and bounds, until the attendance at the last conven- 
tion, held at St. Louis last January, reached the 
unprecedented number of five thousand. Mr. Orr said: 

‘“We have succeeded by co-operation and example in 
implanting better merchandising ideas and sounder 
methods into our business affairs.’”” He pointed out 
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that as a result of organization business casualties 
began to decrease and that trade in general grew to a 
higher plane. 

“Then the war came along and suddenly one morn- 
ing the whole retail shoe trade awoke only to find 
themselves called profiteers,’’ said Mr. Orr—‘‘a trade 
that only a few years previous was fifty per cent in- 
solvent.” At that time, Mr. Orr said, they narrowly 
escaped drastic regulation. The retail shoe merchant 
has enjoyed a greater return during the general ad- 
vance in the price of footwear over the period of the 
last two or three years. ““But,’’ said Mr. Orr, “‘the 
retail merchant has never taken the full advantage 
of the higher market prices.” 


Lack of Production Causes High Prices 


And further: “High prices are due to inflation and 
a falling off of production. The retail merchant is 
only a purveyor of merchandise. Now what is the 
remedy for this high-price unrest which is obtaining 
throughout the industrial circles of our social life 
today? If my forty years of experience in business 
has taught me anything I will not say, as you probably 
have already had said to you, that the remedy is for 
business men to get into politics, for that should be 
left the politicians; but the remedy I suggest is for. the 
captains of business to organize, and to see to it that 
our industries are fairly represented at Washington, 
that we be granted hearing at Washington and that 
clean and straightforward legislation be insured.” 



















THERE GOES AMOS 
ARSENIC , THE DRUGGIST 
HEY, AMOS! ~ COME 






EEN SELLUiv’" ALOT OF THOSE 
THERE "OLO ILRONSIDES” BRAND 










ZI SOLD You A PAIR 
ONCE =~ YOU MUSTA 

























G000 SHOES NOTHIN— 
THEY LIKED TA BURNED 














J RECOMMENDED EM CAUSE 
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The Atlas Company Opens 23 Stores and 500 Agencies in Six 


\ 7E are aware that the boot and shoe in- 
dustry had made marvelous progress in 
Brazil within the past five years, but we 

were by no means prepared to be informed that one 
of the best factories in that.country is now selling 


its products exclusively in its own stores and agencies 
established in practically all the important cities of 


that country. 

The Atlas Com- 
pany and its prog- 
ress iss the subject 
of this story, and 
is inspired by a call 
at the “Recorder” 
office from no less 
than the director- 
general of the 
company himself, 
Sr. Domingos A. da 
Silva Oliveira. 
Signor Oliveira 
came to America 
for the first time 
some weeks ago in 
order to observe 
more closely some 
of the more modern 
phases of boot and 
shoe manufacturing. 


Shoes Made from 
American Leather 





At present there 
are no less than 23 
retail shoe stores 
and about 500 
agencies in Brazil 
owned by the Atlas 
Company, all 
opened within the 
past six years since 
the founding of the 
enterprise. The 
company _ confines 
its. manufacturing 
to the finer qualities 
of boots and shoes, 
using in their make- 
up raw material im- 


Years---Big Advertisers 


A Typical Poster-Used in Advertising—Timely Because It Was Issued 


Upon the Election of the New President 





* 


ported only and directly from the United States. 
Its machines are all from the United Shoe Ma- 
chinery Company, and its factory is today, in the 
opinion of our best-informed shoe travelers, the best 
organized factory in all Brazil. 
The accompanying illustrations show views of the 
store front, the store window and two interior views 


of one of the 23 
Atlas boot and shoe 
stores. 

Our readers will 
verify the “Re- 
corder’s”’ state- 
ment that they are 
in appearance very 
similar to the best 
shoe stores of our 
country, which fact 
has been com- 
mented upon by. 
not a few American 
merchants returning 
from tours in South 
America. 


Artistic Window 
Dressing a Study 

Sr. Oliveira told 
the “Boot and Shoe 
Recorder” that he 
thoroughly believes 
in advertising, in 
fact, that he isone of 
the biggest adver- 
tisers in the shoe 
industry in Brazil. 
“IT read the ‘Re- 
corder’ carefully 
each week,” said 
Sr. Oliveira, “and 
consider it my 
source of inspiration 
in some of my very 
best advertising 
matter, posters, 
catalog and news- 
paper publicity. I 
feel that I am in- 
debted to the ‘Re- 
corder’ for the suc- 
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Atlas Shoe Store, Rua V. Rio Branco, Nictheroy, Brazil 


cess of many of my plans for window dressing.” Sr. 
Oliveira changes his displays very frequently. 

The superintendent of the Atlas Company factory, 
Evaristo Rodrigues, according to Sr. Oliveira, con- 
siders the ‘Recorder’ his boon companion. 





Miss Mary Anderson, formerly a Lynn shoe stitcher, 
has been appointed by Hon. William B. Wilson, Secre- 
tary of the Department of Labor, to the position of 
director of “The Women-in-Industry Service” of the 
U.S. Department of Labor. 





Atlas Shoe Store, Sao Paulo, Brazil * 


BOOT AND SHOE RECORDER 65 


Ss 


+8 


eng fF, wx rn 
‘= . 





Atlas Shoe Store, Men’s Department, Sao Paulo, Brazil 


Hide Warehouses Empty 


Tanneries at Sheffield, Pennsylvania, Have 
Shipped Many Carloads to East 

Tanneries near Warren, Pa., are booming these 
days. In this connection a report sent from that city 
to Buffalo is as follows: 

“Sheffield’s tanneries are enjoying a prosperous 
trade. The warehouses, which were filled with hides 
several months ago, have been practically cleaned out, 
and the large export trade that has been enjoyed by 
the leather manufacturers of the United States has 
also shown its effect there. 

“The tanneries have shipped many carload orders 
to Eastern ports for. the filling of orders to England 
and France, and more orders are constantly being 
received. 

“The leather market is booming and hides now cost 
about three times as much as they did before the war. 
They are becoming scarce and many hides from 
South America are being used. These are not of as 
fine quality as those from this country, as the South 
American hides are not taken off the animals with the 
care used in this country, and many of them show bad 
cuts and brand marks that are burned through the 
hide, making the waste greater in its preparation.” 





Atlas Shoe Store, Women’s Department, Sao Paulo, Brazil 
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“CONSTANT COMFORT” 





No. 24—Kid C V Pl. Toe 
Pol. 7%” top, 55 last, 12-8 
heel, in stock A, B, C, D, 
price . $7.25 
No. 127—Kid Pol. Pl. Toe 
"¢ et. 10-8 heel, in stock 
5B, C, D, E $6.15 





No. 128—Kid Seamless Pol. 
Pl. Toe, R. H., 85 last, 8-8 
heel, in stoc k Cc, BD, &, 
ree . $5.75 


No. 129—Same style, bet- 
ter grade, Cats Paw heel, 
» Sey Eh 


OM mecinc ced $6.40 


THE EVER-RELIABLE 





LINE OF BLACK TURN 
COMFORT SHOES 
Our motto—‘They can’t be made too good”’ 


IN-STOCK STYLES 


READY! NOW! 





No. 124—Kid C V Pol. 
Stk. Tip, R. H., 495 last, 
10-8 heel, in stock B, C, D, 
eee ee $6.15 


We don’t like to say 
“Prices subject to 
change without notice”’ 
but the condition of 
market makes it neces- 
sary for us to do so. 





No. 121 






No. 121—Kid C V and Fox. 
Pol. Stk. Tip, R. H., 85 
last, 8-8 heel, in stock C, 
BA Hi, MOOG... occ eck $4 85 





No. 220— Kid PI. Toe, Bal., 
R. H., 25 last, 6-8 heel, 
in stock D, E, EE, price 

$4.10 


AULT-WILLIAMSON SHOE COMPANY 





. AUBURN 33 2: 23 


Manufacturers of 


































_ HIGHEST GRADE MCKAY 
FGDTWEAR FOR WOMEN 


chance in the 
GREGORY & 
READ factory. 

Lasts and patterns are 
adopted only after the 
most rigid tests and 
every operation is ca- 
pably supervised and 
minutely inspected. 

The shoes themselves 
are ample evidence of the 
constant care that goes 
into their production. 


Nchanc is left to 














GREGORY and READ CO. 
LYNN, MASSACHUSETTS 


























Tele) 
TANNERY 


Sete) 
TANNERY 











NORTHWESTERN 
LEATHER COMPANY 


14 SOUTH ST., BOSTON, MASS., U.S.A. 











Nikrome 


For a man and boy wanting hard 
wear, good service and comfort. 


A vegetable tannage for use in a 
medium priced shoe, the shoe 
that will reduce the high cost 
of living. 

HUUUUAAAUUII 


Made in color 4, color 6 and black. 
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Compliments of Northwestern Leather Co., Boston, Mass., U.S.A. 
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Auusnaenenangeensecoueensengenssesseensvonsessissiesiiciiin O- H. ALDEN CQ sy. 


TRADE MARK 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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‘“*Dart’’ Last 
$Q.00 




















CHERRY 
CALF 
VARSITY 
BAL 

IN STOCK 


New extreme 
narrow toe 


SEGRE EES 


Our corps of travelers are 
now showing Spring 
samples. 


GEO. S. DYER, N. Y. and 


N. J. 
E. B. SLOCUM, Chicago, 
Mich. and Wis. 
HARRY M. HAMILTON, 


South. 
J. A. WARRENDER, Ohio 


and Ind. 

Cc. P. HERRMANN, Pacific 
Coast. 

GEO. W. MANSON, JR., 
Kansas, Ark., Okla. and 


Mo. 
GEO. J. LOVELEY, N. E. 
W. K. HOPLER, So. Atlantic 
States. 
F. H. FOSS, Pa. and W. Va. 
Cc. F. BARSTOW, Ill. and 
Iowa. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 


FREE RRR RE RE REE RE RERE RB RERE RE REERE REE EBEBEEEEE ESE 
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O sell goods that don’t 
come back, to customers 
who do, emphasizes the 
importance of right buying. 
To make sure your customers 
come back, and your goods 
don’t, you must buy right in 
the first place. 















When you buy 


Gordon 
HOSIERY 


you know you are buying 
hosiery with a quality appeal 
that brings customers back to 
your store again and again to 
satisfy a demand that will not 
be denied. 






























Gordon Hosiery is made in 
pure silk, fibre-silk, lisle and 
cotton for men, women, chil- 
dren and babies. A complete 
line. 











jj; WELT OXFORDS IN STOCK jf} 
EARLY DELIVERY 
WING TIPS 
WIDTHS AA-C 


Ill] 656 W_ Black Russia Oxford Fonda... .$9.50 |II|| 
| N| 756 W_ Tan Russia Oxford Fonda..... $9.50 |fil |] 


UPHAM BROS. SHOE CO. 


Stough ton , Mass. 




















cbrown Durrell (0 


Boston New York 



















ee _ 














Sept.. 20, 1919 BOOT AND SHOE RECORDER 73 


MARION 


SHOE 


EASTERN STYLE 






















No. 1700 
Mahogany Calf 
Bayonet Last 


$9.00 


Record-Breaking Sales 


The best proposition in the country today! First- 
grade Mahogany Calf, the one best seller for this 
Fall and next Spring. The beautiful lines of our 
Bayonet last are the talk of the trade. No. 1700 is 
carried A; B, C, D wide. 

A large stock of these will be ready for shipment - 


Oct. Ist. We are now making reservations against 
them, at $9.00 a pair. You can’t afford to delay 


your order. 


MANUFACTURED BY 
MARION SHOE COMPANY 
: MARION. INDIANA. : 


The Western Quality and — — of Marion 
Shoes has [ay us a larger sales total for the first 
five weeks this season than the entire correspond- 

ing'season last year. It is the result of real merit! 
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Sweet Salt 


ADVANCE STYLES 


JUN 
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No. 550-1 


Wing Tip Oxford, AA Grade Gun 
Metal Calf, 13-8 Leather Military 
Heel, 175 Last, Perf. Vamp, Tip, Eye- 
row and Imt. lage lo $7.00 
No. 550—AA Grade, Brown Calf. $7.25 
No. 550-2—AA Grade, White os 


No. 726-5 


Sassy Sally Pump, AA Grade Pat. 
Colt Vamp, AA Grade Black Ooze 
Top, 17-8 Celluloid Wood Louis Heel, 
BP BB. cs vcccccdccccessecncc $7.85 





7 






























SPRING 1920 


Wait! We’re Coming! 


AIT! Weare coming! Each. one'of our 

customers may be sure that his’orders will 

be accepted for his full average “require- 
ments. Our salesmen are on their way to you. The 
shoes are making. The line is perfectly,balanced. 
The prices are well below the market. We are 
prepared as never before to meet your needs. 
All that is necessary on your part is to wait,until 
we can reach you. We are on the way with,the 
best shoes we have ever made, and we guarantee 
deliveries this Fall and next Spring. 


WAIT! WE ARE COMING!! 


THEY FIT. THEY WEAR 
WE DELIVER 





No. 804 


Aeroplane Pump, AA Grade Mat Kid, 
18-8 Celluloid Wood Louis Heel, 195 
Last, Pat. Kid Wing Trimming. . . $7.00 
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Mid West Shoes 
Are Priced Right 


To 









Increase Your 


Profits 


Women’s 
Latest Fashionable Footwear 
in Stock 


Ready for 
Immediate Delivery 





LUVERNE 
Smart shades at prices that 
will delight. 

B 2950—Blumenthal’s No. 88 
Field Mouse Kid 9 inch lace. 
Turn, 17-8 Full Louis covered 
heel, AAA tOC.........54 $9.00 
eam Be 

i o. 24 Battleship Gray. .$9. 

colored leathers and full Louis a” S/o 
covered heels at once. Mid No. 26 Pearl Gray..... $9.00 


West Shoes are selected from the stocks of the best makers. They are priced right to increase 
your business and your profits. 


E can supply your de- 
mand for Women’s 
stylish turn shoes in 


Write for our new catalog showing many beautiful shoes and spat pumps in colored and black 
leathers, Louis‘or Military ‘Heels, carried in widths AAA to C. These shoes are profit-makers 
Now is the time to start. 
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Duplicate styles; broken 
sizes on good sellers 


How you can reduce these 
losses which add to your 
cost of doing business 


The one sure cure for any wrong condition comes with the removal of the cause 
that created it, so let’s study this proposition like a physician does his patient. 


Now, what is it that, season after season, puts those duplicate styles into your 
stock, those styles that overlap in their appeal to customers, styles that divide 
instead of center attention, delay instead of speed up sales? 


You know they are there; your after-season sales are put on to clear them out. 
And you’ve seen what they put your salesmen up against every day, haven’t you? 
Your salesman shows a certain model—No. 80, say. The woman likes it very 
much. But it is in black. “Don’t you have it in tan?” You have something like 
it in tan; and the salesman gets it down. “Oh, but it hasn’t a tip and I think a tip 
makes the shoe look smaller.”” From then on it’s a slow sale; customer trying to 
decide which; salesman trying to close. And if she takes either, she wishes she 
might have had just exactly what she wanted. 


What makes that condition? This—isn’t it? You bought the No. 80 black in one 
place and the tan shoe “something like it,” in another place. 


There’s no memory system, or any other system that will keep these duplicate 
styles out of stock under the buy-here-and-buy-there method. 


If, however, you choose your women’s shoes of a certain grade from one manu- 
facturer, his whole line is right before you at one time. You select the styles you 
need, each one a distinctive model; and name the leathers and order plenty of 
sizes on fewer styles. 


And you hold down selling costs: (1) By cutting down your investment in 
stock—no half dozen or so broken lines of shoes that tie up your money until a sale 
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at sacrifice moves them; (2) by having a selection of models, some one of which 
will make a definite, straight appeal to every woman and avoid those draggy sales 
that end at best in partial dissatisfaction; (3) by conserving the time of salesmen 
they are able to serve well a much greater number of customers; and (4) you gain 
because you obligate your manufacturer to give you the very best he’s got in 
service and co-operation in selling. 


Now a word about the choice of your lines. In each department make sure you 
tie to a leader. 


In the field of high-grade, moderate-priced footwear for women, any investigation 
will show the Red Cross Shoe pre-eminent. It is already known to millions of 
women as the one stylish, comfortable shoe. Each season it increases its lead as 
“The most salable shoe in America.” And it is, alone, a line complete enough to 
take care of your every need in style, in price range, in every particular. 


Write us to have a salesman call. He will be pleased to present facts relating to 
the success of merchants who have tried out this plan of concentrated buying and 
to show you the new styles of the Red Cross Shoe. 


This will obligate you in no way. Drop us a card, today. 


The Krohn-Fechheimer Company 
731 Dandridge Street Cincinnati, Ohio 
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“the warrant of value 
that makes you sure” 


HY not buy a 1920 oxford 


—now? 


We have them and other timely 
shoes on the floor. 


You should see our catalog. 


Salesmen now showing Spring line. 


Williams Clark & Co. 


Lynn, Mass. 


Makers of Goodyear Welts exclusively 
for the Better Retail Trade 
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—-NOTE THESE 
SUPER VALUES 


Highest Grade 


Women’s Novelties 


IN STOCK 


Ready for 


PRICE 
“T= 


No. 4088—Two-tone brown kid lace | 
boot, Goodyear welt, imitation 
stitched{tip, light weight flexible oak 
soles, Louis 14 heels, widths A, B and 
C. | Sizes 3-7, 2-8, 4-7, 4-8. In 
stock. 





Shipment 


NOW | 








If you are seeking realjvalue in women’s shoes— 
style and good looks‘and quality—here are two 
numbers that are bound{to attract your attention. 
The prices especially will bear comparison; it is 
our belief such shoes at such prices cannot be 
equalled today anywhere. 


Two good sellers that_savejyou real money. Look 
over your stock and buy,themjtoday—for immedi- 
ate delivery. 


PJAMTON' GHOE (COMPANY 
—J A 
26 S. Wells St., Chicago. 


PRICE 


“T= 


No. 4085—Patent chrome-vamp, genuine 
brown kid top, Goodyear welt, light flexible 
oak soles, Louis 14 heels, widths A, B,C 
and D. Sizes, 3-7, 3-8, 4-8. In stock. 
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The Biggest Selling if 
Style in the Entire World 









































(THE ONE SHOE THAT WON NEW ENGLAND) 


** L‘OOT-FITTERS?” are solid leather all 


thru! Munson in forepart and combination 
in waist, instep and heel! Plenty of ball room, giv- 


ing ABSOLUTE FREEDOM to the toes! A snug, glove-like fitter 


around ankle and instep! AA to EE—S5 to 12 (sizes and half-sizes) at $7.50. Our 
men will book your orders NOW! 





EXCLUSIVE SELLING AGENTS FOR NEW ENGLAND 


A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
Boston Office: 428-430 Albany Building 
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Buy ’Em Now! 





Stock No. 117—Gun Metal Calf Bal, Myopia 
Last, AA to D, 5 toll 


Price $9.25 





Stock No. 116—Coco Brown Calf Bal, Fawn Buck 
Top, a, Last, Wing Foot Heel, 


12-iron Edge. AA to D, 5 to 11 
Price $10.00 





Waiting won’t benefit you a bit. 
They’re handsome shoes. 


Each model has its attractive 
features. 


Both have won their selling 
spurs. 


Dealers have cashed in hand- 
somely on them. 


They are on the floor, ready to 
ship, with numerous other “Just 
Wright” styles. 

Price now may not be the price 
later. Market situation on raw 
materials is bad. 


To buy right today is to buy 
even though the immediate 
need may not justify the 
purchase. 


Look ahead, play safe tomor- 
row by starting your order 


- along. 


Advance Stock . Style 
Catalogue Ready 


Get a Copy 


E. T. WRIGHT & CQ., Ine. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT ' SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
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A Good Number on the Popular Broadway 
Last in Stock for Immediate Shipment 











1075 


Women’s “Coronation” Havana 
Brown Kid 9-inch Lace, Plain Toe, 
24-inch: Leather Louis Heel, Welt, 
Broadway Last. 
A, 3% to 8 B, 3 to 8 
C&D, 21% to 8 


$10.75 





Our new catalogue will very shortly be ready for distribution. 
Do not fail to write for your copy. It will contain a large 
number of exceptionally good styles and values. 











GENTRAL SHOE Go. 





St. Louis, U.S. A. 
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BIGGEST SELLERS FOR FALL 


READY 





461—Black Kid, 9’’ Lace, Lea. 
Louis Heel, Welt, by 


479—Black Kid, 9’’ Lace, Lea. 
Louis Heel, McKay, 
eee eee $6.25 
421—Black Kid, 9’’ Lace, Dull 
Top. Lea — Heel, 
McKay, “A-D . 85.75 











Every Style Listed 
IN-STOCK 





Style 477 


Brown Kid Lace, White 
A-D. 
$6.75 


473—Mahogany Calf Lace, White 
Welting, Cuban Heel, obke 


409—Patent Lace, White Welting, 
Cuban Heel, A-D..... $6.00 


476—Dull Calf Lace, White Welting, 
Cuban Heel, A-D...... $5.25 


410—Hav.. Brown Kid Lace, Mouse 
Kid Top, White Welting, 
A-D $8.00 


447—Hav. 
Welting, Cuban Heel, 


Style 461 





488— Mouse Kid, 9’’ Lace, Covered 
Louis Heel, Flexible, McKay, 
| OE eae 

491—Gray Kid, 9” Lace, Lea. Louis 
Heel, Welt, A-D....... $8.00 

492—Same Style with Military gs 
| = eeperete $8. 

202—Battleship Gray, 9” Lace, 

Louis Heel, McKay, B-D 

$4.00 


NOW! 





at oa | Brown Kid, 9” 
Lace, Lea. Louis Heel, 
Welt, A-D $7. 

470—Havana Brown Kid, 
Lace, Lea. Louis Heel, 
McKay, A-D..... $7.00 

415—Havana Brown Kid, 9” 
Lace, Brown Buck Top, 
McKay, A-D..... $7.00 








SIMILAR STYLES WITH 








MILITARY HEELS 








SEND FOR 
ILLUSTRATED PRICE LIST 











ORDER NOW 
and HAVE THEM 





Style 485 






487—Mouse Kid, Button (Milo), 
Covered Louis Heel, Im. Tip, 
Flexible, McKay, A-D . $9.00 


485-—Patent Button (Milo), Dull 
Top, Lea. Louis Heel, Flexi- 
ble, McKay, A-D...... $6.00 


486—Patent Button (Milo), Mouse 
Kid Top, Lea. Louis Heel, 
Flexible, McKay, A-D. $7. 50 


32—Patent Button, Dull Top, Pl. 
Toe, Lea. Louis Heel, McKay, 


Similar Styles in Lace 


THE BOARDMAN SHOE CO. 


564 Atlantic Avenue 


BOSTON, 


OO 10 ODOR OOO OOOOOEOO)C] OEO._YEEIEOPEIEIY 


MASS. 
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: “__vou’re sure it’s 


E. overheard a buyer of 
shoes ask a salesman this 
question only the other day. 


What impressed us most was 
the earnestness with which he 


asked it. 


He was apparently anxious to 


CREESE and COOK’S?” 


get the real TONY RED in the 


shoes he was ordering. 


And there was no further dis- 
cussion about the leather when 
he was assured it was GEN- 
UINE C & C TONY RED 
CALF. 


TONY RED 


AND 


CRESCO 





Made | 


by 








Wise Buyers Satisfy Themselves that 
They Get Genuine TONY RED 
CALF in the Shoes They Order 


And the same thing applies to our famous CRESCO 
—the only waterproof leather that takes a polish 


CREESE. 


AND 


COOK co. 


ceesaus FOCUOGEROOUOEROEROERGOEOOUROOROUROGEOORUGEOGONCOUOQUGGOODEDGEOGUGQUGEOSORSORROEROORS\EQEROREOOEREEOREROREST 


: “You Can't Think of Either Without the Other”’ 

:?? Boston Salesrooms Nace a 
3 e : 
::: 95 South Street eats 
: Wolfenstein and Shanahan Si Wishaw xf a | 
= 39 Spruce Street Cincinnati, O. St. Louis, Mo. = = 
: New York a 


+ 
= ". 
eT IIIT) iti i iii) PITTI iii) SSCRRReEEe CREE Coccteees TiTiti ected 
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OLDE TYME COMFORT 
SHOES IN STOCK 


For Your Toes’ Woes 








Pie 












No. 191 


Glazed Kid Polish, Plain 
Toe, Heavy Turn ‘Sole, 9-8 Heel, 
C, 3-9, D and E, 24%-9 


$5.00 











No. 17 
Glazed Kid Polish, ee as 
Plain , 12-8 Heel, Cc, a 
2%-9; E, 24-9. 












$5.50 












No. 72 


Glazed Kid Polish, Circular Vamp, 
Kid Tip, Heavy Turn Sole, 9-8 
Rubber Heel, C, D, E and EE, 3-9. 


$5.00 


No. 291 


Glazed. Kid “‘Wide Ankle” Polish, 
Stock Tip, Steel Arch Sw » Heavy 
Turn} So e, 9-8 Heel, EEE, 3-10. 


$6.00 


LUNN & SWEET SHOE CO. 
AUBURN. MAINE* 











































































86 


BOOT; AND SHOE RECORDER 





Sept. 20, 1919 






















































































































































































































































































































































































































































































































































































































































































ees 








— 
WU 
us 
ov 





-— 
tay 
ta 


r 


fA 

~ 

y 
mes 
fen 
nA 

b 

r 

° 




















































































































































































































































































































Advance notice of Turn Boots and low shoes 


IN STOCK October Ist. 


We are accepting orders on the above styles for delivery when 
All orders filled in rotation as fast as the goods are pro- 
duced. These shoes are priced considerably below today’s market 


made. 


No. 833. Patent Polish Boot, 9” Black Brazilian 
Cabretta Top, new narrow toe last, 4’’ vamp, 18-8 
Full Louis heel. Price $8.25 
No. 831. Patent 84%” Button Boot, Black Brazil: 
ian Cabretta Top, new narrow toe last, 4’’ vamp, 18-8 
Full Louis heel. Price $8.75 
No. 830. Patent Seamless Crimp Pump, 414” 
vamp, 18-8 Full Louis heel, new narrow toe last. 
Price $6.25 
No. 834. Brown Castle Kid 9” Polish, 4” vamp, 
17-8 Full Louis heel, new narrow toe last. 
Price $8.00 


No. 829. Black Brazilian Cabretta Beaded Colonial Lucille, Beaded 


vamp and tongue, 18-8 Full Louis heel, new narrow toe last. Model 
as shown above. A Price $6.75 


No. 832. Black Satin Seamless Pump, 13 last, 13-8 Baby Louis heel. 
Price $5.50 


ce e 
No. 837. Black Satin 5 eyelet Oxford, 4” vamp, worked eyslets, 18-3 
Full Louis heel, new narrow toe last. Price $6.25 


No. 839. Russia Calf Oxford, 4” vamp, No. 15 last, 19-8 Full 
Louis heel. Price $8.25 


No. 835. Black Castle Kid Fanchon Pump, 4” vamp, 17-8 Full 
Louis heel, medium narrow toe last. Price $5.35 


Sizes 3-7 AA and A, 3-7% B, 24-8 C and D. Terms net 30 days. 


and are of the uniform Ellis, Eddy Company quality. 


HAVERHILL, MASS., 
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AGENCY 
OPPORTUNITIES 


To have the exclusive sale of a commodity may 
mean much or nothing—it depends upon the 
commodity. 


To Have the Exclusive Agency for 


DR. ADLER’S HYGRADE SHOES 
For Misses and Children 


Means 





A selection of nearly three hundred models, including every 
leather. 


Style and;workmanship that conform to Brooklyn standards 
than which there are none better. 


A stock department that really serves on almost the entire 
line—not some of the time, but all the time. 


Prices that are low as market conditions will per- 
mit and comparing favorably with anything in 
the market—grade for grade. 


Would you care to know more about it? 
Write us for samples, prices and details. 





HYGRADE SHOE WORKS 


108-110 DUANE ST., NEW YORK 


' FACTORIES: 2963-81 ATLANTIC AVENUE, BROOKLYN, N. Y. 
CHICAGO OFFICE: LEES BUILDING 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 


the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 











The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 








The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
added 


will cramp the 


Anything 


foot, injure the 
arch and destroy 
the shoe. 


This is common 


sense. 





The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 


‘United Shoe Machinery Corporation 


I I vis ccccnssanad 87 Main 
Brockton, Mass........... 93 Centre 
a) 18 South Market 
ee OC 708 Broadway 


Haverhill, Mass........... 145 Es 


BOSTON 


BRANCHES: 


Johnson City, N. Y....... 124 Main 
Sate, NON 66.3. 2 oh ado ks 306 Broad 
Marlboro, Mass......... 11 Florence 
Milwaukee.............. 258 Fourth 


WO Mc cccccsccscons 37 Warren 
Philadelphia... ......221 North 13th 
Rochester, N. Y............ 130 Mill 
SEMA: bv cecivin sous 1423 Olive 
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THESE SHOES HAVE WEAR 


Carried In-Stock 


THESE SHOES HAVE COMFORT 
WARD HILL 


SNAPPY LASTS 

ALL STYLES OF LEATHERS 
SALESMEN OUT 

DON’T MISS ’EM! 


ivilian Shoe Company 


EXTREME 
FLEXIBILITY 


THESE SHOES HAVE STYLE 
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YOUNG WOMEN 





. The most Exquisite Styles 
Our Designers Have Ever 


Produced Will Be Found 
in Our Line 


For Spring, 1920 








“WONDERFUL 
FITTING 
PATTERNS” 


—Says 


Lewis Shoe Co., 
San Diego, Calif. 


LEWIS 
SHOE COMPANY 


Southwest Corner, Fifth and C 
SAN DIEGO, CALIF. 


Aug 21, 1919 


The Julian & Kokenge Co. 
Cincinnati, 0O. 


Gentlemen: 

We are very much pleased 
to tell you how satisfac- 
tory J & K shoes have 
opened up for us. We feel 
that we should compliment 
you on your wonderful fit- 
ting patterns, as well as 
your splendid shoe making. 
Also we wish to thank you 
for your prompt deliveries 
so far and in taking care 
of us in the splendid way 
you have when we realize 
we are @ new account and 
so far a small one. 

We feel safe in assuring 
you that so far as possible 
you will in the future 
supply us with a greater 
portion of our women's 
shoes. 

Yours very truly, 
LEWIS SHOE CO. 


(Signed) by W. E. Secombe, 
President. 








Sept. 20, 1919 
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CLAUDE A. CARLAT, President HOMER H. COOPER, Secretary. 






TWO SHOPS ON 


I 









8, 10 AND 12_EAST ELEVENTH ST. 


‘Best 
Looking 
Boots of 
All 


—Says 


CARLAT’S 
BOOTERIES 


KANSAS CITY 


Kansas City Mo., Aug. 21, 1919. 






The Julian & Kokenge Co., 
Cincinnati, O. 







Gentlemen: 
We have received quite a good many of 
your Fall boots and will say that they 
are the best looking boots that are 
coming into our stores this season, sur- 
passing both in general appearance and 
workmanship any shoes which we have 
received so far. 


Your new lasts are keen fitters and 










at the rate they are selling, we will Mo. 
need such duplicate orders as we have 
placed right on time or a little ahead, 
so keep after them.. 
: Yours truly, 
CARLAT'S BOOTERIES. J & K 
(Signed) H. H. Cooper, Sec. means 
Standard 

















of Quality 











Line now being shown throughout the nation 
by our twenty-five service salesmen 


me JULIAN & KOKENGEe. 


CINCINNATI. 









moon bac Reterence Directory 
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its superiority is so 
generally recognized 
that our market is be- 
ing _ constantly hoag s 
Customers are 
most por wong nro of 
leather values. 
ever kid can be ba 
Expert 


In Stock 


HIGH GRADE GOODS 
Quick Sellers 
Good Profit Makers 


Black, $1.60. Reds and Tans, $1.75. 
5% off 10 faye. Goods shipped day 
order is receiv: 


THE BAKER SHOE CO., 


280 River St., Haverhill, Mass. 
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“hose totally dj ifferent shoes” ==> onunaesenmeneneenneins 


Plrestous Bros 


WOMEN’S FINE SHOES 


IN STOCK! 


Stock No. 4357—Finest Burgundy Russia 
Calf Military Blucher, Goodyear Welt, 
Plain Toe. 14-8 Heel.........-++-- $7.00 


Stock No. 4356—Same Style as above 












‘Welt Footwear 
for Women 
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MM THB. oi cv vcciccccccscccecsseess $7.00 
ton, Mass. WELCH, MOSS & FEEHAN CO. 
>< then noe — ae io 4 HAVERHILL, MASS. 
_ => — —_  — —- -— — — ~~ + + + +S 5 =ssccusz = ————————— 








MITT 


CORDO TAN DYE 


ay anent dye that changes a faded tan or a colored leather, 

alle kid to a deep, rich cordovan brown, the popular shade 

today. 

CORDO TAN is the I. od of exhaustive e entation and 
and is aranteed to do all we velaien for it. 

Send for trial $0e package Sith 1 10c added for parcel post— NOW 


Pinte $0.75 Pints $1.50 
Guar 3.00 Gallon 5.00 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE COMPANY 


HAVERHILL, MASS. 


DONT SAY THE OLD WAY IS GOOD ENOUGH 


And waste valuable time stuffing your shoe tops with paper, etc., which distorts their 
appearance when at a small cost you can make your display shoes look trim and 
graceful. “AJUSTO” BOOT TOP FORMS are quickly and easily adjusted—No 
springs to get out of order or screws to adjust. The slide does the trick—it expands 
the form and gives the shoe top a smooth, graceful appearance and holds it in perfect 
position. Try this simple, inexpensive way—The cost is small, but results are great. 
Order enough for your windows today. 


Price $3.00 the dozen, f. o. b. Pittsburg 
If your jobber cannot supply you, order direct 


U.S. SPECIALTY MFG. CO. 
Model No. 2 for A & B Widths DEPT. A, PITTSBURG, KANSAS 
Model No. 3 for C & D Widths (And Remember It’s Kansas) 





7.50 


ARISTO PRODUCTS 
602 Myrtle Ave. 
ee - - - - NEW YORK 


We have taken o Seley of te ee Fok Se eee > 
VRISsTO BLACK DYE will dye any leather a permanent jet 














AEURRRGECREGRRERRROEE 







































QUAL'TY 


QUALTy 
PIRST 


> 4 Milwaukee Wants the 1921 Convention 


Bony 
» 3 i 
MILWAUKEE 


The Great Industrial Shoe 


—the soft, flexible, chocolate glove uppers are Elk tanned for 
comfort. 





“« GN - 
MILWAUKEE 





—the solid oak packer soles stand the grind of concrete, earth 
and rough board floor. 


—soft box toe, regular U. S. Mun- 
son Army last; that means comfort. 


—all this in a shoe you can retail 


at $8.50. 


—comes in stock sizes 6 to 11, C, D and 
E width, at $5.85. 


—ask for number 9013 Adv. 


The Menzies Shoe Co. 
Milwaukee, Wis. 
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WANTS THE 19 


HOE manufacturers and tanners, as well as those makers of 
lines kindred to the shoe business, are always eager to exhibit 
their products at the Conventions of the National Shoe Re- 

tailers’ Association, but these exhibits have been handicapped as to 

appropriate and convenient space for such purposes. 

All exhibits should be on one and the same floor and if this idea is 

carried out on a large scale, the annual conventions of the National 

Association will be more of a success than ever. In case the 1921 

Convention comes to Milwaukee, the meeting will become known as 

The 1921 Convention of the N. S. R. A. and the National 

Shoe Fair. National Shoe Fairs have been held in times past 

and National Conventions have been held, but Milwaukee 

will prove that the two should be one and the same thing. 

One will help the other and the attendance will double. 

All the more reason why such conventions should be held 

near the geographical and habitation center of the country. 


MILWAUKEE SHOE SALES ASSOCIATION 


BRADLEY & METCALF CO. 
EDMONDS SHOE Co. 






MILWAUKEE 





















6 NBRE . 
WEYENBERG SHOE MFG. CO. 
ALBERT TROSTEL & SONS COMPANY 


Albert H. Weinbrenner Co. 
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921 CONVENTION 










S Milwaukee has forged ahead as a shoe market, so has the firm 
A of F. Mayer kept pace with Milwaukee's remarkable growth. 


The small beginning in 1880 in contrast to our present establish- 
ment is indication of the progress in the development of our business. 
Such development has been made possible by conscientious shoe- 
making—by concentrated effort to preserve and intensify the highest 
methods of dealing and service-giving. 


Our mark of Honorbilt is universally known. The prestige it has 
attained is the reflection of a thoroughbred institution. 
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F. Mayer Boot & Shoe Co. 


Milwaukee, Wis. 





Die 
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MILWAUKEE | 








K-Z Shoes for Children have in-built quality features that are 
known wherever good shoes are sold. 


Quality in children’s shoes is more than mere appearance. Quality as applied to 
K-Z shoes is the result of many years’ specialization in 
the manufacture of a high grade children’s shoe— 
building -into the shoe the best standards of stock, 
material, workmanship, fit and style. 





Higher retail prices are causing mothers to be more critical 
of the children’s shoes they buy in your store. They are willing 
to pay advances in cost of children’s shoes, if they get real 
value. 


Concentrate on the broad line of K-Z quality shoes and make 
No. 2034 your profits on quality. It is a merchant’s best bet nowadays. 
Child’s Patent Colt, Mat Kid Top, 


Goodyear Welt; Skuffer, Tredshure 
Last, No. 16. Sizes 5 to 8; 8% to 11 
. 











KALT-ZIMMERS 
MFG. CO. 


MILWAUKEE, WIS. .... 




















Fall and Winter 
Styles — 
P & V COLORED CALF 


Velours Lotus 


These leathers are now being shown in finished shoes 
of the latest fashion by manufacturers of men’s and 
women’s fine footwear. They are the popular colored leathers 
for Fall and Winter and combine smartness and service. 


P & V Leathers have stood the test for seventy-two 
years. They will stand the test today and add 
real merit to your line of shoes. Tell your manu- 
facturer you want P & V Leathers in your 

shoes. 


Pfister & Vogel Leather Co. 
Milwaukee, Wis. 






















them throw 
2" their good old 

shoes away too | 
soon: There's com/fort left in them- 
you can supply a new appearance, 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which 
brings trade to all branches of their business. Shoes are more than repaired— they are remade 
with all the fine appearance of new shoes. tases 
You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 
teach their operation and give the full benefit of Goodyear Service. 3 


A. | 
Dont let | 








Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 
United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 


(18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
i New York Brockton Milwaukee Rochester Lynn 
(1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
_ Se. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Crieans | 






908 Amato Casualty Building, Reading, Pa. 
el Sa a 4.55 ‘ oe 
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All Seasons— 


Wet or dry, hot or cold, the 
Vulco-Unit Box Toe stands 
up tothemall. Itis the one 
box toe that is unaffected 
by any extremes of wear. 
Used by the leading shoe 
factories everywhere. 





Process Pat. Aug. 19, 1913 
Patented’ Jan. 12, 1915 
Patented Jan. 12, 1915 


VULCO-UNIT 
BOX TOE 











BECKWITH BOX TOE CO. 


108 LINCOLN STREET, BOSTON, MASS. 
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An Even More Complete 


K ed s 
Line For 1920 


@¥@\EDS for 1920 are without ques- 
‘J tion unparalleled in the Fabric Shoe 
world—more improved—embrac- 
ing as they do a wide range of styles 
from ‘‘tennis ’ to the De Luxe Regent 


Keds, 















You should certainly wait for the Keds sales- 
man before placing your Fabric Shoe order. 
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The Rubber 


Wee 
pare Abe Supplies and Prices 


BOOTS AND SHOES 


Weather Gives Warning for Prep- 
arations 


Snow fell in Boston last Friday night; 
not much of it, neither did it last, but 
it was a hint that Winter is on its way, 
and the wise shoe merchant should be 
prepared. 

Retail trade in rubbers has started. 
The first half of the present month has 
been cold and stormy all along the 
Atlantic Coast. Enterprising shoe men 
are selling rubbers, having the weather 
as a convincing argument. Women 
paying $10 to $20 for their shoes are 
wise to protect them from water and 
mud. 

The manufacturers continue busy 
with orders enough to keep their works 
going to capacity. Some exports are 
noted. The “London Times,” in a 
recent article, sounds a note of warning 
to the effect that Great Britain is losing 
its export trade of tires and rubber foot- 
wear, Our exports having increased 233 
per cent the last fiscal year over 1914, 
while English exporters just held their 
figures the same both years. The 
British Government has recently re- 
moved the embargo on American rubber 
footwear to about 50 per cent of the 
1914 figures, in order to protect British 
manufacturers and workmen. 


TENNIS LINES 


Business Starting Excellently for 
Next Season 


Salesmen are now out on their terri- 
tories with samples of next year’s tennis 
lines, and early reports seem to forecast 
a very general activity in the demand 
later in the season. Certainly the differ- 
ent companies are showing some very 
handsome specimens of tennis footwear, 
and with present high prices of leather 
shoes, there is every prospect that 
these lines, having all the style and 
snap of those made in leather footwear 
factories, will commend themselves to 
the general public when the Summer 
weather sets in next May or June. In 
thé common, everyday variety of ten- 
nis, the prices are held low enough to 


Market Review of Rubber 


insure large sales, especially in the 
smaller sizes. 


CRUDE RUBBER 


Firmer Market in Face of Heavier 
Demand 


There has been a lively week in the 
crude rubber trade, with prices advanc- 
ing, both for spot and for rubber to ar- 
rive. The report that a difficulty in 
transportation from the Far East was 
imminent was one cause for both the 
activity and the advance, and a similar 
firmness was noted both in Singapore 
and in London. The former port 
shipped 12,000 tons in June, and nearly 
140,000 tons the first half of 1919, an 
increase of 52,000 tons over the same 
period in 1918. By far the larger pro- 
portion of this rubber came to the 
United States, a fact that is worrying 
our British competitors, who see in this 
a loss of influence in the trade, even 
though the bulk of the world’s rubber 
production is grown with British capi- 
tal and largely on British territory. 
There are rumors of an impending 
strike in shipping quarters, and also 
that a preferential rate be made in 
favor of British consignments as against 
shipments to America. These favored 
the advance which brought first latex 
pale crepe up to 50c for spot in New 
York, 5lc for October-December ar- 
rivals, 52c for January-March and 53c 
for January-June. 

Receipts at Para were 1,550 tons in 
July, as compared with 580 tons in 


July of last year, and prices of South_ 
American varieties are steady in this 


market with only moderate business 
doing. 


We quote: 
Upriver fine para..... $0.541% 
AE I c. 5 46s. 4.0 0-550 47% 
Upriver coarse.......... . 32 
Islands coarse........... .214% 
Caucho ball upper....... .32 
Caucho ball lower....... none 
Camctad. ...5...id6 ae ass 214%@. 22 
First latex pale crepe..... .50 
Smoked sheets.......... .49 
Brown crépe...........: 42 
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Centrals and Mexicans....30 @.33% 
Guayule (20 per cent mois- 


ER a emer ee 


SCRAP RUBBER 


No Improvement in Demand, Until 
Reclaimers’ Trade Increases 


Dealers in scrap rubber are keeping 
close watch of the crude rubber market, 
and view with interest the gain in 
strength of plantations. As-.every cent 
added to the price of crude rubber 
favors an increase in the demand for 
reclaimed, the trade is looking expec- 
tantly for more demand for scrap. This 
increased call, however, has not yet 
materialized, and little change is noted 
in the demand, or in prices. Dealers 
are not anxious buyers, unless they 
have orders to fill. Collectors aver that 
stocks are small, and there are no accu- 
mulations, and they are holding out for 
higher prices than dealers are willing to 
pay. The latter are offering around 
$7.10 to $7.30 f.o.b. shipping point. 

Boots and shoes: $7.20 to $7.40 i-. 
Boston; $7.10 to $7.30 in New York; 
$7.05 to $7.25 in Philadelphia; $7 to 
$7.20 in Chicago. 

Trimmed arctics: $5.25 to $5.75 in 
Boston; $5 to $5.50 in other markets. 

Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 


Real Progress of a Labor 
Organization 

Real progress is being made by the 
Boot and Shoe Workers’ Union, affili- 
ated with the American Federation of 
Labor. This union is founded on a 
‘safe and sane basis,’’ with arbitration 
backing up all contracts. During 
August the union gained 3,704 new 
members, and 706 by reinstatement, 
a total membership gain of 4,410, and 
the largest receipts of any one month, 
in the history of the Boot and Shoe 
Workers’ Union, was in August. The 
policy of the union is to build up, 
through reason and judgment, concilia- 
tion being the great force that has made 
the organization the largest and most 
successful ever known in the shoe trade 
of this country and Canada. 























KEITH’S KONQUEROR ACE 


‘A gun metal calf bal that should;be added to your stock with- 
out delay. Every day lost i is trade lost ‘and profits missed. 










Sizes AA to D, Widths 5 to 11. Price $9.50 
Have YOU Our In-Stock Style Catalogue? 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 
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$30,000 FLOOR STOCK FOR 


IMMEDIATE SHIPMENT 


LITTLE PRINCE AND PRINCESS WELTS 
BLUE JAY STITCHDOWNS STITCHDOWNS 
Send Your Order To-day 


GOODYEAR WELTS 


Stitchdowns 


z 7 O , Wel Mahogany Boarded Blucher Stitch- 
oun i hy Top, No. 315—Misses’ Gun Metal Mat. downs. 
3-4 Fox, Imt. Tip. Cab. no C, D, E, 114-2, 7-8 Heel, No. 700—Children’s, 834-12, D-E, 
No. 300—11-2, C, D, E, 7-8 Heel, PE Ts ooo s cv sentcsenetened $4.25 $3.25 
Bal $4.25 No. 305—Same in Mahogany — 0 No. 800—Infants’, 5-8, E......$2.60 


Nature’s Last, 7-in. 
“WRITE FOR CATALOG 


BRAUER BROS. SHOE @. 


14% and Pine Sts. St.Louis Mo. 
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“Boylan Elk” 
No. 909° 


Havana Brown Kid. ‘Tongues 
Full Fleece Lined. Is Ready 


Widths AA-E Sizes 5-12 
Price $9.00 


Also No. 808 


Blac: Glazed Kid. Is Ready 
Widths AA-E Sizes 5-12 


Price $8.50 
Also No. 1200 


Glazed Kangaroo. Is Ready 
Widths A—D Sizes 6-11 


Price $9.00 
Also No. 1300 


Dark Mahogany. Is Ready. 
Widths A-E Sizes 5-11 


Price $8.00 















This last is already in 
stores of retailers who 
have made reputa- 
tions for exact fitting. 
It is a combination 
last whose perfected 
measurements differ 
entirely from any 
others made heretofore. 


Send for New Illustrated In-Stock Booklet 


JI. RALPH BAKER COMPANY 


Bridgewater, Mass. 
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The unquestioned excellence of the 
“Salvo” Shoe for Children, Misses 
and Growing Girls is demonstrated 
by the fact that leading shoe mer- 
chants of the United States are 
regular buyers of them. 


FOLLOWING STYLES IN STOCK 


No. 100—Girls’ Tan 8” Lace, 157 Last, 11/8 heel. 
No. 101—Girls’ Tan 8” Lace, 156 Last, 8/8 heel. 
No. 200—Girls’ Gun Met 8” Lace, 157 Last, 11/8 heel. 
No. 251—Girls’ Gun Met 8” Lace, 156 Last, 8/8 heel. 
No. 300—Misses’ Tan H. C. Lace, 154 Last, 6/8 heel. 
No. 340—Ghildren’s Tan H. C. Lace, 155 Last, spg. heel. 
No. 310—Children’s Tan P. C. Lace, 154 Last, 6/8 heel. 
No. 350—Children’s Tan P. C. Lace, 155 Last, spg. heel. 
No. 400—Misses’ Gun Met H. C. Lace, 154 Last, 6/8 heel. 
No. aoe S jun Met H. C. Lace, 155 Last, s g. heel. 
No. 410—Misses’ P. C. Gun Met Lace, 154 Last, 6/8 heel 
No. 460—Children’s P. C. Gun Met Lace, 155 Last, spg. heel. 
Girls’ shoes, A, B, C, D widths. 
Misses’ shoes, B, C, D widths. 
Children’s shoes, C and D widths. 


Kuhn, Pavord & Wilks 
Shoe Company 


HARRISBURG, PA. 


Our 1919 Window Card 


An unusual line of 
staple Boys’ Shoes 
for the Best trade 


SHOQQQUOQQOOGGQOQOOUOUOUONOUOUUUUUUUOUONUNALONASHOANAAAAANG 


FEDERAL SHOE CO. 


MANUFACTURERS 


LOWELL, MASS. 
=a UNN0U000004 GOQUQUAOUELS OUTTA UEDUEOOVGUES ESOQQSEQQQES SOQQQQOOUUULESY 
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A Bottom-Filler Now Standard 
For Neodlin-Soled Shoes 


bottom - filler which will neither 

crumble nor creep. 
A bottom-filler which fills evenly the 
bottom of the shoe. 
Such a bottom filler must be applied— 
before a Nedlin-soled shoe can qualify 
for the new Tag of Guarantee. 
And thisis the typeof bottom-filling which 
125 shoe manufacturers are planning to use 
as they build the Nedlin-soled shoes de- 
livered to you after October 1, 1919,—the 
date upon which the new Guarantee Sales 
Plan on Nedlin Soles goes into effect. 
We say 125 —that is the number today. 
One new account is being added, on the 
average, each day. 
These manufacturers—eager to give you a 
good shoe, applied correctly, at a fair 
price—will insure that your shoes shall be 
so bottom-filled. Your customer, buying 
these shoes from you, will receive the full 
measure of wear to which he is entitled 
from Nedlin Soles. 
We personally guarantee to you directly, 
that the shoes bought from these manu- 
facturers wi// give your customer longer 
wear than he has been accustomed to 
receive from leather soles, and that the 
Nedlin Soles will neither crack, nor rip 
at the stitches. 
Assurance of correct bottom-filling is one 
reason why we make this open guarantee to 
you. Itisonereason whyweagree to repay 
you direct for any re-soling expense you 
may incur from Guaranteed Nedlin Soles. 
This season—and for the seasons to come 
—Nelin is the safest shoe-sole you can 
buy. Correct bottom-filling is one reason 
for this safety. 


The Goodyear Tire & Rubber Company 
Akron, Ohio 


Neolin So! 


Trade Mark Reg. U.S. Pat. Off. 





Reason No. 3 
For The New Guarantee 


If you are not thoroughly familiar with the 
operation of the new direct Guarantee on 
Nedlin Soles—write for our booklet ‘“‘Nedlin 
Sole Guarantee and How It Operates.’” 
Goodyear Wingfoot Heels are the walking 
mates of Nedlin Soles. ‘They also are 
guaranteed—to outlast all other heels, rubber 
or leather. And they’re so dependable that 
only 1 pair in 352,000. is returned for 
adjustment. 
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THE NORMAN SHOE 


METROPOLITAN 







No. 2215 


London Last 


No. 2215 


Selected Brown Kid Bal; sifigle sole, heavy grain insole, 


leather counter; London last, A to D, 6-12 
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QUALITY VARIETY 


Sold in the Market Places of the World 





ALL DEALERS FEEL A KEEN SENSE OF 
SATISFACTION SELLING WHITTEMORE’S 


“‘Shuclean’’ is all the name 
implies. It cleans the shoe, 


the soiled spots. Shake it, 
apply it, rub a little and 
the work is done. 


“Quick White” contains 
the finest ingredients. It 
is harmless to best fabrics. 
Works rapidly and well. 
Results are most pleasing 
and enduring. 


PAY. 


WHITTEMORE BROS. CORP., Boston, Mass. 
Ask your jobber salesman or write us for complete catalog 


———<———————= = = 
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Selected: Brown Kid 








does not merely cover up ‘QUICK 
WHITE 





STYLES FOR MEN 


Another popular style you will 
see in the Norman line—a large 
selection of Men’s High Grade 
Dress Welts. The new line this 
season carries a number of new 
features—including all the most 
desired leathers and favorite 
lasts. Styles that will please 
your best men’s trade. 


Noyes-Norman Shoe Co. 
ST. JOSEPH, MO. 


Chicago Office : 
Room 306 Lees Building 
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Two Sizes 
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The same manufacturing policy that we 
had years ago is still maintained. It 
calls for the production of honest polishes, 
generous quantities, attractive packages and 
reasonable prices. Times have ——— but 
we will never change from a practice that has 
made friends for us in all markets of the world. 


Whittemore Knows What Is Best and Sells It. [ 
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A Big Seller With 


the Classy Dresser 


The 
“LIEUTENANT” LAST 

















Stock No. 906 


This shoe represents the extreme in 
English lasts. Young men, particularly 
ae a — _ sa It 
as unmistakable marks of class. Fitting 
qualities cannot be bettered. Style, Stock No. 9016 
fitting quality and wear are most per- Same as above with ‘‘Wingfoot” 
fectly: united. It is a shoe that moves half Rubber Heel. 
and pays dealers well. : 


, ee CARTER CHICAGO CO. 


CHICAGO, ILL. — 
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Onverse 














The fastest Selling 
OUTDOOR SHOE 
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Converse Rubber Shoe Co., 


Factory: Malden, Mass. 
Service Branches. 
Chicago-618-626 W. Jackson Blvd. New York-142 Duane St. 
Philadelphia—20 N. Third St. é 
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STYLES IN LYNN 


Brogue Shoe a Fall and Winter 
Novelty 


It will be a mixed season in Lynn 
styles the coming Winter. One leading 
firm has stocked nine styles of boots, 
five of oxfords and one of pumps. 
Prices range from $6.50 for low cuts 
to $13.50 for high boots. 

Last makers continue to make only 
minor changes in lasts. There is some 
talk of shorter vamps for next year. 
The square-toed last, which has ap- 
peared in men’s lines, looks like shoes 
they made in Lynn 60 years ago. 
Some Lynn designers will experiment 
with the new last. 

The brogue style is a novelty for 
Fall and Winter. The feature of it 
is the heavy trimming, by the use of 
perforated wing tips, stays and heel 
foxings. 

Sport styles are strong in the 1920 
lines. Like the brogue styles, they 
have perforated wing tips, stays and 
heel foxes. The sport shoes show 
combinations of black and white, and 
tan and white. 

The present best sellers are shoes of 
black kid and patent leather. 


IN LYNN SHOE SHOPS 


New and Improved Machinery and 
Operatives 


Lynn shops continue to run to 
capacity. The new peace agreement is 
in effect. For two years, Lynn has 
had peaceful conditions in its shops, 
and its business has steadily increased. 
Now it has a new peace agreement, 
good for another year, and its manu- 
facturers expect further increase in 
business. 

Leather, both sole and upper, is 
coming to the factories in more generous 
quantities. New lines of: low-price 
upper leather are appearing. India 
leather is appearing in boot tops, in 
place of side leather. Singularly, very 





Shoe Centers 











Lynn 


few fabrics are being used for tops of 
Lynn shoes. 

Last makers are catching up on 
orders. Where they were eight weeks 
behind, they are now only six. The 
making of forms has been speeded up, 
and the salesmen are now getting 
forms for their shoes, and are starting 
on their trips. 

Shoe manufacturers are training new 
operatives, and are putting in new and 
improyed machinery, for the purpose 
of increasing their production. 


SLOW SHOE FITTING 


A Manufacturers’ Argument for 
Low Cuts 

A Lynn shoe manufacturer, who 
frequently visits retail stores, to sell 
shoes, tells an interesting story; 

“In one store,” says he, “I saw a clerk 
spend two hours fitting and selling 
a pair of high boots. il wished I had 
a stop watch, to take the time he spent 
in lacing and unlacing‘the several pairs 
of boots that he had to try on to that 
particular customer. 

“It occurred to me that since people 
are paying more for. shoes, they are 
more particular about the fit and the 
style of them. It also occurred to me 
that since salaries of clerks have been 
increased that their time is more 
valuable. From these two circum- 
stances I deduced the opinion that we 
shoe manufacturers must make fewer 
styles and better-fitting styles. And 
I concluded that low cut shoes will 
be the best sellers for next year. 

“The low cut shoe, you know, can be 
fitted a great deal more quickly than 
can a boot. I imagine that a good 
clerk can fit three pairs of low cuts 
as quickly as he can fit two pairs of 
boots. So, if a shoe merchant stocks 
low cut shoes for next year, his clerks 
can fit them faster, and thereby sell 
more pairs each day. 

‘Also, I believe that shoe merchants 
will carry fewer styles, and that will 
save the clerks from showing the 
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customer more styles than she ever can 
hope to buy. 

“Of course, we can make low tut 
shoes cheaper than we can make 
boots, and this, perhaps, will be the 
big. argument for the sale of low cuts 
in 1920.” 


A BUCKLE SEASON 


Fitting to Shoe Important—Re- 
finement Noted 


A big buckle season is ahead, and 
the Shoe City Novelty Company has 
all it can do, fitting buckles to shoes. 
This is a new refinement in footwear. 
Time may have been when a buckle 
was a buckle. But these days, a 
buckle should fit the shoe, grade for 
grade, and, above all things, should 
match a shoe in color and in fineness 
of quality. The combining of a buckle 
and a shoe to get just the right effect 
is a task for an artist. Many a shoe is 
improved because its buckle is of just 
the right size, shape and color, and 
many a shoe is spoiled because its 
buckle does not fit it. Some buyers 
realize these things and, when they 
cheose shoes, they step to the window 
and inspect the buckle the same as 
they inspect the leather of the vamp, 
considering the fineness of its finish, the 
clearness and durability of its color, 
and making sure that the buckle is 
fully as good as the shoe, and, if any- 
thing, a bit better. 


HERE AND THERE 


Interesting Miscellaneous Items 
Scheduled—An Export Tannery 
Benz Kid Company has begun to 

ship kid leather from its Tannery No. 2 

in Lynn. Every skin made in this 

tannery is exported. 


Machine for Buttoning Shoes 

Experts of the United Shoe Ma- 
chinery Company have developed a 
machine for buttoning shoes in factories. 
A machine for buttoning shoes in 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








IN-STOCK 


Deliveries At Once 
Black Kid, High and Low 
Heels, 9-inch ce io, 


Goodyear Welts .. oo 
Brown Kid . - « 668 
Selected S: * Terms 2-10 


BARNETT SHOE CO. 
110-112 Summer St., Boston, Mass 








The House of Service 
Novelty Footwear 


IN STQCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 











COLLINS & STAPLES 
Makers of HAND TURNED 





Factory,118 Phoenix Row 
Beston Office, 110 Lincoln St, HAVERHILL, MASS. 











HARTMAN SHOE ‘COMPANY 


MASS 





HAVERHILL 





ii6 Duane Seana’ New Yorn. ° 








of Comfort S$! 


TIMSON BROS., Inc. 
Beston, Mass. — 








The Line of 100 Styl 
1 vies | 








BOOT AND SHOE RECORDER 


stores, or homes, is as impossible as a 
perpetual motion machine. 


Counter Machinery for Egypt 


Stewart Brothers, Lynn, are building 
a line of counter-making machinery, to 
send to Egypt. 


Starts on Low Cuts 


George E. Coffin Shoe Company, 
Lynn, is finishing its run on boots, 
and is starting to make low cuts. 
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“All-Leather Welts” 
Harney, Tracey, Crehan Company, 


Lynn, make “all-leather welts” for 
women. They are all leather, even 
to the lifts of the heels. 


An Industrial Council 
Mayor Creamer has appointed an 
Industrial Council to encourage in- 
crease in the production of goods in 
Lynn. Charles F. Cotter, of the Cotter 
Shoe Company, is a member. 


New York City 


MANY BROGUE EFFECTS 


Shoe Merchants Forgetting Re- 
placement Values 


According to present indications, 
most New Yorkers, both men and wo- 
men, will wear low shoes for Fall. The 
preponderance of early Fall sales, ac- 
cording to several retail merchants, is in 
favor of the low shoes; oxfords and 
pumps for women, and heavy oxfords, 
particularly in brogues and brogue 
effects, for men. 

During the past week business has 
been good, far ahead of last year, in 
most cases, although the Fa!] season has 
scarcely begun. While some of the 
smaller retail merchants complain of 
low stocks and late deliveries from the 
factories, the larger retail shoe mer- 
chants and department stores say that 
they are fairly well covered for the early 
season and are prepared to transact a 
Targe volume of business. New York 
retail merchants purchased their Fal! 
stocks early, at advantageous prices, 
and so are enabled to offer their cus- 
tomers good selections at prices which 
sound cheap when compared to present 
market prices in wholesale circles. With 
few exceptions, the retail merchants 
are marking their shoes on the basis of 
actual cost and are forgetting replace- 
ment values. Few of them are prepared 
to enter the market now for Fall shoes. 


FOREIGN VISITORS 


Come to America to Further Good 
Relations 


Alfred Lovell, Walter W. Cann, and 
George Barnes, representing the Incor- 
porated and Federated Boot and Shoe 
Manufacturers of Great Britain and 
Ireland, called at the Bush Terminal 
Sates Building, recently. They come 
officially as fraternal delegates to the 
shoe and leather trade of America. 
They are stopping at the Biltmore 
Hotel, and reached New York on Satur- 
day. They will be in this country until 


about October 28, when they will sail 
on the Mauretania for England. 

The object of the mission, as stated 
by the visitors, is to further the good 
feelings that are already established be- 
tween the shoe and leather trades of the 
United States and Great Britain. 
“There are so many things that we hold 
in common that it would be a regret not 


‘to become better acquainted with the 


American shoe trade,” said Mr. Alfred 
Lovell, chairman of the party. 

“A de‘egation of about 15 American 
shoe men visited England last January, 
and at that time invited the Incorpo- 
rated and Federated Association of 
Boot and Shoe Manufacturers of Great 
Britain and Ireland to visit America, 
and it is in response to this cordial 
invitation that we have come.” 

The party will visit a number of the 
big shoe factories in the United States, 
and their itinerary will includeNew York, 
Boston, Montreal, Toronto, Buffalo, 
Rochester, Syracuse, Chicago, St. Louis, 
Kansas City, and other cities. 

The United States and Great Britain 
find the world open to them, and there 
is a great opportunity for the develop- 
ment of export trade with co-operation 
and without competition, the visitors 
said. 

English Shoe Prices High 

Comparing shoe prices in England, 
they state that same has been very 
high since the Government has taken 
the control from the manufacturer of 
shoes, which it maintained during the 
war. The very narrow-toe style, which 
has taken strongly here, has not, they 
said, become popular in Great Britain. 
The difference in style is not great 
enough to exclude the mutual exchange 
of manufactured shoes. 


BUSH TERMINAL NEWS 
Spring Lines Have Sold Very 
Heavily 


The week of August 15 saw the open- 
ing of Spring lines by several additional 
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firms represented in the Bush Terminal 
Sales Building. Buyers from all parts 
of the country are plentiful and orders 
are pouring in as rapidly as the local 
representatives can take care of them. 
Most of the manufacturers’ offices here 
expect to be sold up within a month. 


BUTTON SHOES 


Few High Models_ in 
Lines 


Spring 


The question of button shoes is still 
agitating the trade. Several of the 
leading Fifth Avenue shoe shops are 
showing only two or three styles in 
button shoes for women. The depart- 
ment stores appear to be pushing but- 
ton shoes harder than the regular shoe 
retail merchants. At one department 
store it was said that high-priced button 
shoes were moving well, but this has not 
been the experience of others. The 
leading retail merchants feel that the 
present vogue of short skirts will pre- 
vent buttons from gaining widespread 
popularity. Few high-button shoes are 
being shown by manufacturers in their 
Spring lines. 


TANS ARE POPULAR 


Patent Leather for Women Growing 
Stronger 


In women’s high shoes, present s.les 
appear equally divided between black 
and colors. Light tans are in greater 
demand than for some time, it is said, 
and few calls are recorded for colors 
outside of brown and gray. In men’s 
shoes, the calls for tan predominate, 
although blacks are being sold in larger 
quantities than usual. Patent leathers, 
in both low and high shoes for women, 
are growing stronger every day, say the 
retail merchants. Men, however, are 
showing little interest in patent leathers, 
except for dress wear. 


Big Spat Season 


Oxfords and pumps as all-year-round 
propositions are growing in New York. 
Fifth Avenue retail merchants are 


keeping their stocks of low shoes for 
both men and women as accessible as 
high shoes. Large stocks of spats also 


are carried, and present sales indicate . 


that this season will be a record breaker 
in spats for both men and women. 


STORE EXPANSION 


High-Priced Buckles Sold at Lord 
. & Taylor’s 


Additional space is being given the 
women’s shoe department at Lord & 
Taylor’s. One section of a large high 
case, which shut off the department 
from the other sections on the second 
floor, has been removed, thus rendering 
it more visible to customers in other 
departments. Two new glass display 
cases have been set around pillars. One 
of these cases is devoted to the display 
of handsome boudoir slippers and the 
other to evening slippers and buckles. 
The buckles are carried in trays on glass 
shelves, after the fashion of jewelry 
stores. The sales of buckles in the de- 
partment, according to Manager Mc- 
Laughlin, has increased greatly, espe- 
cially for those ranging between $25 and 
$50 a pair in price. 


A CORPORATION MERGER 


Central Shoe Company, Inc., Takes 
Over Businesses 


The Central Shoe Company, Inc., a 
corporation recently organized under the 
laws of the State of New York, has 
taken over (as of June 1, 1919) the busi- 


‘ ness conducted by the Golden Shoe 


Company of New York, The Golden 
Shoe Company of New England and the 
Budd Shoe Company of New York, and 
is now transacting business with practi- 
cally the same officers at the same loca- 
tions heretofore occupied by the three 
corporations above mentioned, with ad- 
ministrative offices and headquarters at 
118-120 Duane Street. 

The Central Shoe Company, Inc., 
will continue the policy heretofore 
inaugurated by the former corporations, 
but on a much larger scale. 


Philadelphia 


RETAIL SALES INCREASE 


Steadily Swelling Volume Reported 
by Local Trade 


New season sales have shown a very 
marked increase in the past week, with 
retail prices showing very little advance 
over those of last season, and the 
“‘profiteer” agitation almost forgotten. 


- Retail merchants here are now 


inclined to smile when they re- 
member the tempest in the national 
teapot which the Government “‘activity” 
of about a month ago stirred up. So 
far as the consumer is concerned, they 
state, the Federal Trade Commission’s 
sweeping arraignment of the entire 
shoe and leather industries and trades 
might just as well never have been 
made. The consumer continues to buy 
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McKays 
IN STOCK 








BULLETIN NO. 2 


Jobbers and department 
store buyers ordering will 
benefit by our women’s 
welts—black and brown— 
brown vamp, field mouse 
top—patent vamp, field 
mouse - In stock. 
Write for quotations. 

L. SCHAPIRO SHOE CO. 

73 South St., Boston, Mass. 











BOUDOIR SLIPPERS ,;*, 


Black, $1.60 
Reds and Tans, $1.75 





Baker 
280 River St. 
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PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 











Childretis Shoes 








SOFT SOLES 


ate line of Soft Solo 
Beby Shes, 


Send for price list. 
THE REYNOLDS SHOE 
& GLOVE 


So. W. Cor. 3d & Main Sts. 
Cincinnati, Ohie 














SOFT SOLES 
Wonderful ene for the 


NU BABY SHOE CO 
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Tredlite Steppers 


for Boys and Girls 
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Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $6.00 
Gun Metal Dance Oxford A-D 6.00 
Gun Metal Pump A-D_ 5.00 


KNOX SHOE CO., Milford, Mass. 








@t0met Oatason 


THE . 
JOHN RPHY 
~ SHOE 


“Ew TORR OFrr —y 
a sam BULOIN 
32-398 <—_er 
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HOMPSON BROS. BROS. INC 
WEN'S FINE SHOEMAKERS 
——B RO C KTON 









































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 
BROCKTON, 
MASS. 





























4 Gentlemen’s 
eltleton Shoes 


A. E. Nettleton Co. 


SYRACUSE, N. Y. 














| SOKDETS< 


IS AT YOUR SERVICE 
THe STETSON SHOE Coin 





Soutw WEYMOUTH,MASS. 
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shoes just as thoughit never had. And 
the consumer never mentions it. Nat- 


urally the merchants allow sleeping 


dogs to lie. 


FEWER UNFAIR ADS 


“No Profiteering’” Bunk Losing Its 
Appeal 

Even the few so-called “slippery” 
stores, which are not above seizing 
such an opportunity to plaster their 
windows with advertising matter cal- 
culated to benefit them through a 
veiled slur on the entire trade, have 
ceased to call attention to the “honesty” 
of their own particular prices, and the 
phrase ‘‘no profiteering in this store” 
has disappeared from their lexicons. 


PROSPECTS BETTER 


Manufacturers More Optimistic 
Than Last Month 


Philadelphia manufacturers, on the 
whole, appear to be more optimistic 
than they were a-month ago. While 
the labor situation is far from what they 
desire, it seems to have rather stabilized 
itself in the past several weeks, and the 
prospects are for continued production 
on a fairly satisfactory basis. The 
moral effect of the new color-card plan 
is making itself felt in more stabilized 
manufacturing conditions as well. The 
plan really is working with advantage 
to all, and apparently with disadvantage 
to none, the manufacturers declare. 


HIGH SHOES SUPREME 


Public Not Taking to the Woolen 
Sock Idea 


So far, there is little indication of the 
much-talked-of movement to encourage 
the wearing of low shoes for men this 
Fall. Low shoes are being displayed, 
but they do not by any means form a 
very prominent part of the window 
displays of the average store. Neither 
are men asking for them. 

“T don’t really think that much will 
be accomplished along this line,” 
remarks one prominent merchant. ““We 
have tried it out many times in the 
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past, and while we can increase our 
volume of low shoe sales by con- 
centration on this item, the results 
don’t seem to be commensurate with 
the effort. It takes a good bit of effort, 
you know, to change an established 
custom. There is no doubt that the 
average man wants high shoes in cold 
weather, just as he wants a heavier 
suit of clothes. He can, of course, keep 
himself warm with extra heavy under- 
wear, just as he can keep his feet warm 
with woolen socks, but it remains a 
fact that he prefers to make less of a 
change in his underwear and put the 
needed weight into the suit. His. 
attitude toward shoes is identical. It is. 
easier to have high shoes than to bother 
with both a heavy and a light supply of 
hosiery. Furthermore, a great many 
men do not like the feeling of woolen 
socks, and what is probably more 
important, their women folk do not 
like the looks of them. in contrast to 
silk.” 

This merchant does not believe that 
the proportion of low-shoe sales to high- 
shoe sales will be much greater this 
Winter than it has been in the past, and 
declares that he has bought very 
lightly in low shoes. 

Even in women’s wear, the tops 
appear to have more of a call with the 
public than usual. 


A WESTERN VISITOR 


S. D. Nichols of Nunn, Bush & 
Weldon Shoe Co. 


S. D. Nichols of the Nunn, Bush & 
Weldon Shoe Co. spent last week in 
Philadelphia. 

Mr. Nichols was interested in the best 
grades of kid upper stock, but refused to 
be interviewed as to the future trend of 
the leather market. “Business is very 
good with the Nunn, Bush & Weldon 
Shoe Co.,”’ said Mr. Nichols, ‘‘sales on 
fine shoes being already more than a 
half million beyond any other first four 
weeks’ business of the Spring season. 
With two new buildings under way we. 
hope to soon be in a position to care for 
this greatly increased business.” 


Rochester 


NEW STORE FRONT 


William Pidgeon, Jr., Installs New 
Design 


The store front of William Pidgeon, 
Jr., will take on a new appearance when 
the architects and carpenters are 
through working upon it. The one 
large window that the store has always 
had will be divided and the entrance to 


the store will be in the center. Spacious. 
window displays will be permitted by 
the attractive front. 


TOP LIFT PLANT SOLD 


Becomes Property of Machine Screw 
Company 


The plant of the Rochester Top Lift 
Company, one of the most modern in 
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Rochester, was sold last week to a 
machine screw company of New Bed- 
ford, Mass. Just when the new occu- 
pants will take possession was not 
announced, although the information 
was divulged that the top lift concern 
would continue to manufacture - for 
some little time. The factory of the 
Rochester Top Lift Company was built 
in 1916. The building is a two-story 
brick structure and has approximately 
45,000 square feet of floor space and is 
assessed at $65,000. 


SECRETARY OPENS OFFICE 


Shoe Manufacturers’ Association 
in Carter Building 


Albert L. Williamson, a_ practical 
shoeman with many years’ experience, 
has been named as executive secretary 
of the Rochester Boot and Shoe Manu- 


ing by the association. 


facturers’ Association. A suite of offices 
has been equipped in the Carter Build- 
Mr. William- 
son was formerly manager of the Paff 
Shoe Company, of Alexandria, Va., and 
president and manager of the William- 
son Shoe Company of Newburyport, 
Mass. At one time Mr. Williamson was 
also superintendent of Harney Bros. of 
Lynn. 
TAKING PHOTOS 


Carborundum Company Delegates * 


Visit Shoe Factories 


Photographers employed by the Car- 
borundum Company of Niagara Falls 
are visiting the Rochester factories and 
taking photographs of their carborun- 
dum wheels “in action.’”’ These photo- 
graphs will probably be used in future 
advertisements of the Carborundum 


Company. 


Cincinnati 


BUSINESS IS BRISK 


Big Advertising and Beautiful Win- 
dows 
With the coming of colder weather 
the latter part of the week just past, the 
local retail merchants have been having 
some very brisk business. This, sup- 
plemented by much newspaper adver- 
tising and beautiful window displays, en- 
hanced by the newness of Fall and 
Winter styles, has probably brought 
more of the buying public out to the 
stores than would have been the case 
otherwise. After what was termed a 
rather dull period last week, when the 
merchants were wondering when the 
weather would break, and also when the 
rest of their shipments would arrive, the 
reverse situation came this week, the 
change rather sudden. 


CHILDREN’S SHOES 


Better Grades Are in Public De- 
mand 

* The sale of children’s footwear has 
been especially large this week. The 
schools opening for another term means 
that Winter shoes have to be purchased, 
and the children’s and growing girls’ 
departments have accordingly felt the 
effects of this outfitting time to no little 
degree. As in both men’s and women’s 
lines, the buyer is demanding the better 
grades in children’s shoes. The prime 
object is to get durability. 


LOW SHOES 
Delayed Boot Shipments Made Big 
Sales 
Retail merchants here who have not 
been fortunate enough to, get their 


shipments of Fall and Winter footwear 
up to the first of the past week state 
that they have sold many pairs of low 
shoes instead of high shoes. They say 
that the volume of this kind of business 
has been surprisingly large. Never 
before has a like condition prevailed 
for many of them. In fact, deliveries 
are later this Fall than for many seasons 
past. And the fact that still higher 


- prices are expected, by the public, lent 


additional impetus to the sales of low 
shoes. This is the case especially in 
men’s lines. 


SALESMEN ENTERTAINED 


John Duttenhofer Has Outing at 
Loveland 


The members of the sales force of the 
Val Duttenhofer Sons’ Company were 
royally entertained last Thursday, by 
John Duttenhofer, president of the 
company, at his beautiful country 
home located at Loveland, near Cin- 
cinnati. The event took on the nature 
of an outing, the main feature of which 
was a ball game between the Gray 
Heads and the Bald Heads. The Gray 
Heads won with a score of 8 to 2. The 
line-up was as follows: 

Gray Heads—L. Frederick, 1b; W. 
H. Thompson, 2b; E. Daniels, 3b; E. 
H. Rand, ss; Chas. Smith, If; Clint 
Robinson, rf; A. M. Figenbaum, cf; D. 
Shelton, c; Jesse MacDonald, p; 
Charles Osler, umpire. 

Bald Heads—E. E. Evans, 3b; Ed. 
Kohlman, 2b; W. T. Shipley, 1b; J. G. 
Ridout, ss; John Hach, cf; Jack Pitts, 
rf; Jim Straub, If; Mike Murray, c; 
W. F. Moore, p 
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‘e To Buy 


WW Standard Sh Mai terials 








Manufacturers of 


Exclusively - 
Fine Calfskins 








von HUNT-RANKIN 
. LEATHER CO. 
BOSTON MASS. 
GUARANTEED 
HUB TWO YEARS 
Cone Hub Gore means See ant 
Service, because of 
Materials and Highest Skilled ' 
Labor are Used 
BOSTON OFFICE NEW —— OFFICE 
52 Chauncy St. 395 Broadway 














Colored 














TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


Creese & Cook Co. $Scet> izss* 


Tanneries at Danversport 








T. W. qons0e ara 
w. G. DONALD, ate 
JONES, Treas. 


F. E. JONES COMPANY 
covors MAT KID 


95 South Street, Boston 











DO YOU KNOW? 


that you can buy it—or 
sell it— through the = 
“‘Where to Buy”’ columns. 
This feature in its quick 
service is a time saver in 
meeting immediate n 
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Mailing Addressing 
MULTIGRAPHING 
Rapid, Accurate Work. Low Prices 
Devonshire Multigre hing Co. 


85 Devonshire Stree ton 
Tel. Fort Hill 1323 











UNIVERSITY 
Elecreon roUNDR 


[oD MAKERS OF FINE pemr. 
COT ING rier here 
STEEL FACE 








COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








ect in the 

kn 1oWS US, OTIQ! 

for Shoe Cart 

ples which speak for th¢ 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out Bane ad and mail for + of 
pecial Printing Service for 
— the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 








Led 








The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 


All the Time 
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An Aeroplane Present 


Another interesting feature was the 
presence of an aeroplane piloted by the 
brother-in-law of Mr. Duttenhofer, 
Bob Wheate, formerly an Army aviator. 
Mr. Wheate flew over to Loveland from 
Cincinnati, especially for the occasion, 
giving an exhibition before landing to 
join the party at the fine country din- 
ner served. 

The salesmen of the Val Duttenhofer 


* Sons’ Company left last week for their 


territories. 


ON FISHING TRIP 
J. P. Orr Escapes His Friends in 
Tirade 
J. P. Orr is at present up on the State 
line of Wisconsin, on a fishing trip. He 
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found such a trip necessary at this 
time in order to get away from the flood 
of letters and telegrams that has come 
into his office during the past week 
from friends in the shoe trade imploring 
him to assist them in getting seats at 
the world series ball games at Redland 
Field. Mr. Orr is a director of the Cin- 
cinnati Baseball Club, but even 
“Garry’’ Herrmann, president of the club, 
is unable to assist his friends, since the 
distribution of available tickets among 
the hundred of thousands of applicants 
will be done partly by means of lottery 
and partly with a consideration of the 
merit of the application for a ticket. 
Mr. Orr is therefore unable to help his 
friends as much as he would so desire to 
do. 


Cleveland 


FIRST FALL MEETING 


Open House at Shoe and Leather 
Club 


Arrangements have been completed 
for the first Fall meeting of the North- 
ern Ohio Shoe and Leather Club. It 
will be held September 24, at 8 p. m., in 
the clubrooms, 906-908 Cleveland 
Hotel. The subject to be discussed 
is: “What Styles to Buy for Spring.” 

There will be no speaker asked to 
prepare especially for the discussion 
of the topic, but all members of the 
club and others of the industry who 
attend this gathering will be free to 
speak their ideas, so that out of the 
symposium of addresses something of 
real benefit will come to every member. 

“These are troublesome days for the 
average dealer,” said C. E. Petot, 
president of the club. ‘“‘Conditions were 
never like they are today. Everything 
is so unsettled, and as the shoe retailer 
is practically walking along on new 
ground, the experiences of others and 
a recital of their ideas about Spring 
styles will surely be beneficial.” 

Although this meeting has _ been 
arranged for the special benefit of 
members of the club, a general invita- 
tion has been extended to all traveling 
salesmen who may be in the city, shoe 
merchants in Cleveland and in Northern 
Ohio cities to attend. Men outside the 
club membership will be welcome and 
they need not wait for a written invita- 
tion, as it will be impossible for officers 
of the club to get personal word to the 
several thousand of shoe merchants in 
Cleveland and Northern Ohio cities. 


Well-Furnished Quarters 


The clubrooms provided are beauti- 
fully furnished. There are plenty of 


comfortable chairs, washroom and 
bath, lounging places, writing desks 
with stationery available, and the rooms 
overlook Public Square, the heart of 
the down-town section of Cleveland. 
Telephones also are in the room, and 
these will be at the disposal of members 
and their guests. 

The quarters are located on what i is 
known as the sample floor of the 
Cleveland Hotel, and this is regarded as 
a special convenience for both traveling 
salesmen and shoe merchants in North- 
ern Ohio. Spaces will be reserved on the 
wall for the announcements of the 
presence of traveling salesmen. These 
announcements will tell just what 
shoe travelers are in the city, the firm 
they .represent, and the room in which 
their samples are displayed. 


General Meeting Place 


The quarters also have been obtained 
to be used as a general meeting place 
for retail merchants, not only in 
Cleveland, Ohio, but all Northern Ohio 
cities. The merchant from out of the 
city may drop in there, look over the 
list of salesmen in Cleveland, pick the 
one he wants to visit and then get busy. 
Or the out-of-town retail merchant may 
use it as a place to rest, to meet his 
friends and to discuss with Cleveland 
shoemen problems that confront him. 

Groups of men in the shoe business 
will have special meetings in the club- 
rooms and at these they will discuss 
the particulars problems that confront 
them. One night the wholesalers will 
get together; on another the retail 
merchants; on another the travelers; 
and so on down the line. 

The club will have a meeting for the 
discussion of problems that are of 
interest to‘all branches of the industry 
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once a month. The first session on 
September 24 will be devoted exclusively 
to the consideration of Spring styles, 
when to buy and what to buy. Dinoer 
will not be served, so that no time will 
be lost. 


-AUGUST BUSINESS 


Shows Interesting Increase Per- 
centages 


Records of August ‘business in the 
larger shoe stores in the business part 
of Cleveland are available, and the 
proprietors of the stores were never 
in better humor in contemplating the 
record for the month. 

A half dozen of the stores were 
visited to get a line on the volume of 
August business, which one man said 
last month eclipsed all previous records 
for the same period 33 per cent; an- 
other put the excess at 32 per cent; a 
third at 28 per cent, and the three 
agreed that they did 25 per cent more 
business last month than in any 
previous August in the history of their 
stores. 

Among the men in the list are several 
who have been selling shoes over the 
counter in Cleveland for many years. 


PRICE FIXING 


and Blacks Are 
Well 


A fair-price committee has been 
fixing the price for foodstuffs in 
Cleveland for some time. This action 
was taken in response to considerable 
agitation for a. reduction in the cost of 
living. Although the step was taken for 
a worthy purpose and the members 
of the price committee have done their 


Tans Selling 
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work conscientiously, they have not 
been*able to announce any material 
price reductions for the consumer. 

This experiment has caused talk 
about marking out a chalk line for 
the retail shoe merchant to walk on in 
the management of his business. While 
everybody would like to buy shoes 
for less money, yet there seems to be a 
more general understanding that the 
merchant has about as hard sledding 
now as he did before prices proceeded 
to go up. 

Tans are selling at a faster rate this 
Fall than in previous seasons in Cleve- 
land, although the demand for blacks 
is much above normal. Indications 
are that September will be a banner 
month. 


DEATH OF C. W. GARBISON 


Director of the O. K. Dorn Shoe 
Company 

The death of C. W. Garbison, 
manager of the Toledo Ground Gripper 
Shoe Store and a director of the O. K. 
Dorn Shoe Company, Cleveland, Ohio, 
occurred on September 5 last. Mr. 
Garbison was taken suddenly ill on 
the afternoon of September 5, with 
hemorrhage of the brain, while visiting 
the general office of the company 
in Cleveland and died at midnight. 
The funeral was held on September 9 
at the home of Mrs. Garbison’s father, 
also a shoe merchant, of Alliance, 
Ohio. 

Mr. Garbison will be greatly missed 
by his friends and associates. He was 
a man of sterling character, a good 
husband and father, and as business 
man he bore a most honorable record. 
He leaves a wife and a son, Charles, Jr. 


Buffalo, N.Y. 


AUTUMN TRADE 
Denying $25 


wear 


Publicity Foot- 


Buffalo’s Autumn trade in footwear 
has started with a bang. The trade is 
steady and dependable. Buffalonians 
have pretty well dispelled the er- 
roneous idea that this Fall and Winter 
they might have to pay $25 a pair for 
their shoes. To nullify such reports 
Buffalo shoe men are resorting to 
publicity to drive home the truth that 
such sky-high prices are not at hand. 
For example, one firm miade this an- 
nouncement: 

“While we know shoes are much 
higher in price, there will be no such 
thing as $25 boots at our boot shops. 
Our Autumn and Winter boots were 


purchased at the prices in force many 
months ago and will be sold on that 
basis.” 

WORK FRUITLESS 


If Fair-Price Committee In- 
vestigates 

Buffalo shoe men are wondering if 
there is anything to the report, flashed 
in local newspapers, that ‘‘a Fair-Price 
Committee” would be appointed in 
Buffalo. 

James B. Stafford, who is working 
officially to lower the city’s food prices, 
is credited with the statement that a 
sub-committee may be chosen “to fix 
fair prices for shoes.” It is generally 
conceded in the trade that not -the 
slightest evidence of profiteering will 
be found at local footwear stores and 
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Wires To Buy 
W Miscellaneous 








Fox 2-Ply Shoe 
i 
The only one having 
the 2-ply Feature. 


Made Erzelusively by 
THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 
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of Shoe and Leather Firms Solicited 
41 BEDFORD STREET, BOSTON 











ATTENTION, MR. SHOE MERCHANT 
aoe your Faded or Off Colored Shoes to 
Latest Fashionable Cordovan Shades. We will 
RECOLOR them by our Patented Process at 
our Recoloring plant. ee — us your 
stock. Best stores in countr system. 
Colors permanent. NO PAI T. Write us for 
full pega or send ae oe ‘or trial. 
It will Rey yo ALBANY SHOE REPAIR: 
ING CO PANY, Recoloring Department, 
157 Kingston Street, Boston, Mass. 








man 


LF shoe buckles 
ever since O05 


-ALT ER SON & CO. 


INE GREE 





162 W 54 h St. : Nev WwW “York City N.Y. 








RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDING 
BRAID ON THE REEL 
MANUPACTURED BY 
H. W. RAMSAY & COMPANY 
148 FEDERAL STREET, BOSTON, MASS. 
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QUESTIONS 
ANSWERED QUICKLY 


in **Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 











INFORMATION siete Merchants 


“Where to Bu constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Where to Buy 


Men’s Shoes 








FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 








Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 

















Factory Salesroe: 
Adee ilar: Breciton «Now York, LY. 
FoR JIEN 
wfo care to dress 
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Brockton, Mass. 


TRADE MARK REG 
US PAT Once 




















‘Where to Buy 


Men's, Women’s and Children’s Shoes 








Sut teal OCK 


WOMEN’S 
NOVELTY 
SHOES 


Sub- * 


manne Ave., 
St. Louis 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











ELIAS BERLOW 
Selling Agent 
“FISKE”’—MEN’S SHOES 
“ ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 


Where to Buy Stvtes 


An extra editorial service to “Recorder” 
readers, free for the asking, with authentic 











information on current problems 








that the work of such a committee 
would be fruitless. 


MATCHING STOCKINGS 


Hosiery Blends in Color 
Shoes 


Matching shoes and stockings in 
colors is a fine art, and Harry Cole- 
grove, manager of Watter’s Boot Shop, 
496 Main Street, Buffalo, is an adept 
at the game. 

“They take their boots right to the 
stocking counter over there and out 
go the. hose with the purchase,” said 
Mr. Colegrove. “I guess many a 
department store would like to have 
the trade our stocking department takes 
care of. Watters has been selling 
stockings and socks in addition to 
the regular line of boots and shoes 
for ten or twelve years and longer. 
Nowadays, hosiery is more of a neces- 
sary adjunct than ever. Shoes and 
stockings are as essential to each other 
as two feet are to walking. 

“We handle standard grades of a 
number of manufacturers,” continued 
Mr. Colegtove. Prices range from $1.65 
to $4.50. We aim to be able to supply 
all the popular shadings. The whole 
trick of the gaining of a pleased customer 
is in the proper blend, gradation, or 
exact tally between the fabric on the 
calf of the leg and the leather on the 
pedal extremity. And we get results. 
There are two clerks in constant 
attendance at our stocking sales. Then 
there is the buyer, who has charge and 
who is there a large proportion of the 
time. 


with 


Regarding Vacations 


Kenneth W. Watters of the Watters 
Boot Shop, Buffalo, spent a long 
vacation at Plymouth, Mass. Manager 
Colegrove of the same establishment 
recently returned from his vacation. 


HALF WOOL HOSE 


Big Display at Eastwood’s for 
Men 


According to Wm. Eastwood & Son 
Co., 567 Main St., wool half hose 
for men are going to be more and more 
worn this coming Fall and Winter 
seasons. Even now in the warm and 
balmy month of September the display 
at their stores shows good stout wool 
socks tastefully arranged in connection 
with nice dressy oxfords, and the color 
schemes are blown to the winds, in- 
dicating that the wearers of the outfits 
go in for comfort rather than style and 
esthetic elegance. However, the com- 
bination had a certain appeal at that. 
The sales sheets answered that question. 

But while lots of warm comfy wool 
sets will undoubtedly be sold, according 
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to this firm, nevertheless silk hose for 
both men and women will predominate. 
Of course at all social functions, it was 
explained, wool would be absolutely 
taboo. Milady silk reigns there su- 
preme. And there will be many a neat 
ankle and instep, masculine and fem- 
inine, high and low, together, encased 
in that filmy gauze which kings and 
queens look upon as their particular 
quality of negligee wear. 

Eastwood & Son make particular at- 
tempts to have their juvenile department 
attractive. They have devoted large 
floor space to its accommodation. 


SPECIAL FEATURES 
Shown at Various 

Shops 

Special features this week included 
the following: Oppenheim, Collins & 
Co., women’s Fall boots, glace kidskin 
with gray suede tops, $8.90; Vogue 
Boot Shop, women’s Fall boots at 
$8 and $9; William Hengerer Company, 
women’s gray buckskin, brown calf 
and brown kid boots, broken sizes, 
$8.95; J. N. Adam & Co., women’s 
tan Russia calfskin boots, fawn Worum- 
bo cloth tops, lace style, military heels, 
$10.95. 

INCREASE DEMAND 


Argentina Wants More Leather and 
Shoes 

Buffalo newspapers are giving pub- 
licity to a report just published by the 
Bureau of Foreign and Domestic 
Commerce. 

An increasing demand for shoe 
leather in Argentina is predicted in the 
report. There will also continue to be a 
demand for high-grade shoes in Argen- 
tina, according to the report, although 
the market for low-grade footwear is 
now in the hands of domestic 
manufacturers. 


Footwear 


Factory Expansion 

The Endicott-Johnson Corporation, 
which recently opened a retail shoe 
store in Buffalo, has let contracts for 
new plants. Among the structures 
decided upon are a six-story factory at 
Johnson City, a five-story tannery at 
Endicott and a group of five six-story 
buildings at Union. 


NINE O’CLOCK P. M. 
Company’s Saturday 
Closing Hour 

The Kleinhans Company, which has 
a complete men’s shoe department, has 
resumed its rule for keeping its store 
open each Saturday evening up to 
9 o’clock. Special lamps have been 
installed so that evening customers 
will have perfect facilities for selecting 
their footwear and other merchandise. 


Kleinhans 
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Detroit 


ATTRACTIVE NEW STORE 


Feltman & Curme Have Opened 
Sixteenth Store 


The Feltman & Curme $5 and $6 shoe 
store at 222 Randolph Street, right in 
the heart of the retail district, has been 
opened to the public. Howard J. 
Schneider, formerly manager of the 
Richmond store, is in charge. The en- 
trance to the store has a very large 
vestibule, with window space all around 
it. The windows are shallow and the 
trims are built up high, every shoe on 
display being in plain sight. The shelv- 
ing on both sides goes to the ceiling, 
rolling ladders being used to reach the 
top shelves. The cartons are white 
with green labels. There are four rows 
of opera chairs, upholstered in leather 
and finished in walnut. Fitting stools 
and shelving are of solid walnut to 
match. The ceiling is pure white. A 
marble base below the shelving meets 
the sanitary artificial stone floor. Rub- 
ber mats are used in front of the fitting 
chairs. The offices are at the rear of 
the store, which is large and spacious. 


Gifts of Onyx Silk Hose 


A page advertisement in the local 
papers announced the opening. A pair 
of $1 Onyx silk hose and a pair of 70c. 
Onyx silk half hose were given free to 
purchasers of women’s and men’s shoes 
respectively. The response was so 
large to the offer that before the 1,300 
customers were all served the stock of 
hosiery was exhausted and orders had to 
be given for future delivery. 

This is the sixteenth Feltman & 
Curme store that has been opened. 
Four others are now in process of con- 
struction, while many more will be 
opened shortly. It is expected that at 
least four more stores will be opened in 
Detroit, which speaks well for Detroit 
as a shoe town. Headquarters are at 
1624 Republic Building, Chicago, II. 


AN IMPORTANT CHANGE 


At the R. H. Fyfe & Co. Estab- 
lishment 


One of the most important changes 
that has taken place in the R. H. Fyfe 
& Co. store for some time is that where 
F. E. Whitelam, for some years manager 
of the display department, assumes 
charge of the children’s shoe depart- 
ment. Mr. Scott, formerly with the 
J. L. Hudson display department, will 
have charge of the window displays. 
Mr. Whitelam has had practical shoe 
experience and is well fitted by training 
to fill the place assigned him. 


Attractive School Window Installed 
by F. E. Whitelam 


A very attractive school window was 
installed by F. E. Whitelam for R. H. 
Fyfe & Co. The background was a 
painting representing children going to 
school, with the schoolhouse in the dis- 
tance. On the floor of the window and 
blended into the painted picture a 
little lake was shown with several swans 
swimming around in the clear water, 
the shadows being perfect. Around the 
edge of the lake a sandy bank was 
shown. Kewpies in bathing suits were 
posed near the lake and throughout 
the window, which was very attractive. 

The lake was made by laying a 
mirror, removed from its frame, flat on 
the floor, sand hiding the edges and 
forming the bank of the lake. In this 
mirror the shadows of the swan and the 
landscape background were reflected, 
making the scene very realistic. 

School shoes for children of all ages 
were of course the footwear shown in 
this window. 


MEMBERSHIP CAMPAIGN 


Inaugurated by Retail Merchants’ 
Bureau 


The Retail Merchants’ Bureau, J. E. 
Wilson, manager the Walk-Over Shoe 
Company, chairman, is active in a 
campaign for membership. The activi- 
ties for the near future of this organiza- 
tion, which is affiliated with the Board 
of Commerce, are announced as follows: 

Co-operation in all matters concern- 
ing the welfare of the retail trade of the 
city; to take all necessary measures to 
discourage and suppress all forms of 
unfair competition; to promote strictly 
American methods of doing business; to 
control charity subscriptions and ad- 
vertising solicitations from merchants; 
to guard against detrimental legislation; 
protective service against shoplifting; 
regulation of patriotic activities and 
agreements for early Christmas shop- 
ping; to control transient and itinerant 
vendors, etc. 


DETROIT BRIEFLETS 


of Shoe Stores and De- 
partments 


News 


W. S. Dowler, formerly assistant to 
S. J. Jay in the men’s department at 
R. H. Fyfe & Co., has resigned to as- 
sume the managership of the men’s 
department at the Lindke Shoe Store. 

Edward Dwyer, assistant manager in 
the men’s shoe department at E. J. 
Hickey’s for some time, has become 
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manager of the Weber Shoe Store, 
Grand River Avenue. 

It is rumored that there will be a new 
shoe store opened on Woodward Avenue. 

E. L. Lucas, the new manager of the 
Regal shoe store, is pleased with the 
prospects for Fall. He was manager of 
the Cleveland Regal store and says he 
will carry out the Regal policy—‘‘and 
that means success to any business.”’ 

Oliver LaLonde, for two years with 
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the Medical Corps in France, has taken 
up his duties again in the men’s depart- 
ment of the J. L. Hudson Company 
men’s store. Joseph H. Mitmesser, 
manager of the men’s department, is 
pleased over the fact that he now has all 
his old men back in harness again. 


Repair Men’s Union? 
There is some talk of the shoe repair 
men forming a union in Detroit. 


Utica N. Y. 


ORDINARY PATRONAGE 


Shoe Merchants Disturbed Over 
High Prices 


Retail shoe merchants of this city are 
greatly perplexed at present over the 
price trend in the commodity which 
they offer the public. The condition of 
the trade from the retail standpoint in 
this city is not what it should be by 
any means, and merchants report only 
ordinary patronage. 


Cheaper Lines Sell 


A direct result of the higher trend in 
shoe prices has been the quick rise in 
popularity of some of the cheaper lines. 
Uticans whose financial condition will 
not allow the purchase of shoes at from 
$10 to $16 the pair are buying cheaper 
shoes, and the result is that really fine 
shoe stocks are moving slowly. 


RUSSIA CALF LEADS 


Well Satisfied with 
Lasts “ 


Customers 


In men’s shoes the dark Russia calf 
models are leading all others in this 


locality by a comfortable margin. In 
fact, very few pairs of black shoes have 
been sold this Summer and Fall, the 
call being consistently for the Russia 
calf. Retail stores which were so fortu- 
nate as to stock up with a medium- 
priced line of these shoes report good 
business. 

Apparently there are few changes in 
the actual style of the shoes, and Utica 
customers appear to be well satisfied 
with the lasts that have been offered 
for the past year. 


REPAIR MEN PROFIT 


High Level of Shoe Prices Makes 
Business Good 


The various quick shoe repair estab- 
lishments of this city have profited to a 
really astonishing degree from the 
higher level in shoe prices. The ma- 
jority of Uticans are wearing their shoes 
the greatest possible length of time and 
having them repaired not only once,. but 
two or three times in order to prolong 
the life of the shoes. This, of course, 
has made business for the repair men, 
and they are reaping the harvest. 


Texas 


NEW FALL SHOES 
A Big Variety on Display 


The new Fall shoes as exhibited in the 
windows of the shops of Austin offer 
every individual taste its selection. 
Never has such a wide variety been on 
display, from the patent pump to be 
worn with spats and boot tops to the 
new walking shoe with the chocolate 
brown kid vamp and the buff buckskin 
top. All the shoe stores are experiencing 
an early demand for Fall boots. 


COMBINATIONS ARE POPULAR 


Patent and Bronze Pumps Active 
at Dillingham Shoe Company 
On account of this early demand, the 

Dillingham Shoe Company feels very 


fortunate because of having bought 
early. They have received three-fourths 
of their Fall shoes. B. L. Dillingham, 
Jr., has just returned from two weeks 
in the East. Combinations and buck- 
skins are proving popular with the early 
buyers, especially kid vamps in brown 
and fieldmouse with buckskin tops. 
Patent leather bids fair to have the 
strongest sale in ten years, Mr. Dilling- 
ham thinks. He finds the patent goods 
not only with mat tops, but also in 
brown and fieldmouse tops. 

There is a very active sale of patent 
and bronze pumps, and a good salesman, 
Mr. Dillingham says, can always sell a 
pair of satin spats to accompany the 
pumps. 

Men’s high shoes in cocoa calf and 
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cordovan on a medium English last 
have a strong demand. 


HIGH SHOES DEMANDED 


Blacks Liberal Call at 
Burt’s 


The call for Fall high shoes is begin- 
ning at Burt’s with beaver brown, 
dark chocolate, and dark gray leading. 
There is a liberal call, Mr. Burt says, 
for black shoes, high and low. The 
heaviest sale is in a brown military 
heel. The sale of brown walking ox- 
fords has hardly slackened. Full dress 
bronze boots in Louis heels are intri- 
guing many buyers. 


Have 


AT E. M. SCARBROUGH’S 


Patent Pumps and Buckles for 
Dress 


“They are buying shoes as if they 
were afraid they would never see another 
pair,” said J. J. Yeats, advertising 
manager of E. M. Scarbrough and Sons, 
department store. Mr. Yeats thinks 
that black patent pumps with colonial 
buckles will be the leading shoe for 
dress occasions, and is very confident of 
the extreme popularity of the patent 
pump with the boot tops. The boot 
top spats are going beyond all expecta- 
tion, he says. 

Williams finds walking shoes with 
medium heels the strongest sellers now, 
with patent pumps and spats running 
a close second. Like Scarbrough, the 
shipments here are coming all too 
slowly. 


WHITE SHOE HOUSE 


Attractive Buster Brown and Tige 
Pay a Visit 


Improvements on the White Shoe 
House have begun and are progressing 
rapidly. The windows present a very 
distinctive and attractive appearance 
with their white walls and floors, nar- 
row green strips dividing the panels. 
On the inside, the chairs are all white, 
with green metal fixtures, and white 
shelving has been.installed. Although 
much remains to be done yet, the store 
is already beginning to resemble its 
older brothers at Temple, Waco, and 
Fort Worth, and within three more 
weeks will be quite pleasing to look 
upon. Alf Harvey, the manager, and a 
part of the organization of the White 
Shoe Houses, of which George White is 
president, promptly answered, when 
asked, “‘What have you to say for your 
shoes today?” “I let my shoes speak 
for themselves.” 

Valances for the windows and palms 
for the sales room will be the final 
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QUR NEW "NANCY" LAST 


Among the many SPECIAL FEATURES of 
INTEREST in eur lime this season is THIS 
"NANCY" LAST. 


Its DESIGN is fer PUMPS, and PUMP 
EFFE@TS EXCLUSIVELY, and EMBODIES 
SEVERAL NEW and INTERESTING FITTING 
FEATURES. THE WOOD is CLEVERLY DISTRIB- 
UTED, preserving EVERY MEASUREMENT to 
insure a PERFECT CLINGING TOP-LINE, 
CLOSE FITTING WAIST, which KEEPS THE 
FOOT IN PLAGE and thereby PROLONGS THE 
SHAPE @F THE SHOE. 


In a word, it has received that IN- 
TENSIVE CARE IN MODELLING which 
OHARAGTERIZES OTHER LASTS OF PLANT BROS. 
& 0O., and which CARE has given "PLANT 
PROGESS" SHOES a SPECIAL PROMINENCE IN 
THE TRADE. 
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touches, after the shelving, the signs, 
and the walls and floors are finished. 

Buster Brown and Tige have just 
visited the White’ Shoe House, giving 
an exhibition in front. of the store, while 
a traffic policeman kept back the auto- 
mobiles. This performance has aroused 
af great interest in the children’s shoe, 
and has stimulated large sales. 


Sales Well Distributed 

Carl H. Mueller has found that the 
sales are about evenly distributed 
through the house, though perhaps this 
week boys’ and ‘girls’ shoes are the lead- 
ers because school is beginning, and 
school shoes always have to be bought 
to start the year with. Shipments, 
except on a few styles of women’s shoes, 
are good. The demand for all the Fall 
types is quite noticeable. 
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BUSINESS EVERYWHERE GOOD 


Dillingham’s Window Beautiful in 
Appointment 


Business everywhere is good, and 
merchants are expecting excellent con- 
ditions this Fall. 

Dillingham’s window} the haridsomest 
shoe window in this part of the state, 
is finished except for the tiling of the 
floors and the glass signs under the 
plate glass. . The fixtures of the windows 
will be all glass. The large display 
space allows the most attractive ar- 
rangement, and makes an aristocratic, 
dignified appearance. At night, with 
the lights shining down from reflectors, 
the windows with their glass back walls 
make an especially pleasing display, and 
offer great temptations to the window 
shopper. 


San Francisco 


FALL AND WINTER OUTLOOK 


Buying Denotes a Pump and Ox- 
ford Season 


The outlook for the Fall and Winter 
season on the Pacific Coast continues to 
be most favorable, according to local 
shoe merchants. There is no restric- 
tion whatever in buying in spite of 
higher prices, and the demand for the 
best is heard far oftener than the request 
for the cheapest. 

So far, indications point toward a 
pump and oxford season. As climatic 
conditions, allow for footwear of this 
character at practically any nionth in 
the year,'and the vogue for extremely 
short skirts is reasserting itself once 
more, it is probable that the low shoe 
will continue its popularity of the past 
season. | Pumps of the one and two 
eyelet variety as well as the plain cut 
to be worn with buckled ornaments are 
excellent sellers, with the oxford, par- 
ticularly of suede, dividing honors with 
the above-mentioned type of low-cut 
footgear. Satin, too, is finding favor 
for dressy wear, fashioned into both 
pump and oxford. 


NEW SHOE DEPARTMENT 


To Be Opened by the “City of 
; Paris’’ 


Another high-grade shoe department« 
will be opened in San Francisco early 
next Spring, in the City of Paris dry 
goods establishment. The department 
has been leased by Carol Wills, pro- 
prietor of a similar shop in the store of 
the H. C. Capwell Company of Oakland, 
who will conduct the new department 
in a most exclusive and up-to-date man- 


ner, assisted by the able management of 
William Bothwell, former buyer for the 
women’s shoe department of Turrell 
Bros. of Seattle, Washington. The 
department will be located on the second 
floor of the City of Paris store. 


EXTENSIVE IMPROVEMENTS 


At Regal Store, No. 772 Market 
Street 


The lease has been renewed on the 


' present Regal store at 772 Market 


Street and extensive improvements are 
now being made in the interior of the 
shop. The whole store is to be refinished 
in French gray, with new fixtures to 
harmonize with the new color scheme. 
R. H. Hibbard, manager of the store 
and Pacific Coast representative for 
the Regal interests, left the latter part 
of August for the East. He will return 
by way of the Northwest, taking orders 
at the five Regal stores in that territory 
for Spring merchandise. At present the 
San Francisco store is conducting a 
successful sale of new Fall sample shoes 
at genersouly reduced prices. It is 
Mr. Hibbard’s intention to specialize in 
women’s novelty footgear, including 
models in suede and satin, to a greater 
extent than before. 

Frank R. More, buyer of women’s 
shoes for the Walk-Over Shoe Company, 
is in the East at present visiting the 
market and making purchases. This 
company has closed its store in the 
Phelan Building, and the business is now 
consolidated in the attractive new store 
in the Flood Building, with entrances 
from both Market and Powell Streets. 
Among the new arrivals at the Walk- 
Over Shop which are attracting fav- 
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orable attention is the Newport tie, 
fashioned in brown, black and gray kid 
and in black suede. 


CHANGES IN BUSINESS 


Reedy Family Well Represented in 
Trade 


After a brief space of time spent as 
manager of the shoe department of Hale 
Bros., E. T. Reedy, popularly known as 
“Bud” Reedy to his friends and asso- 
ciates, has accepted a position with a 
local wholesale establishment, Cahn, 
Nickelsburg & Co., as merchandise 
manager and assistant buyer. Prior to 
his connection with Hale Bros., he was 
buyer and manager of thé shoe depart- 
ment in the Sacramento store of Wein- 


’ stock, Lubin & Co. for a number of 


years. Due to Mr. Reedy’s extensive 
experience with the retail end of the 
trade, he will be in position to render 
ideal distributing service to the cus- 
tomers of the wholesale concern. His 
place in Hale Bros. has been ably filled 
by his brother, Chas. M. Reedy, who 
for the past few years has operated 
two retail stores for himself, one in 
Alameda and one in Richmond. The 
Reedy family is now well represented in 
the local trade, as Jack Reedy, popular 
buyer and manager of the Emporium 
Shoe Department, is the third brother. 

The retail shoe store in Alameda, 
formerly owned by Chas. M. Reedy, 
has been purchased by’ Sidney Rule. 


TWENTY-FIFTH BIRTHDAY 


& Kaufman Celebrate 
with Gifts 


The twenty-fifth anniversary of, the 
local retail firm of Sommer & Kaufman 
was celebrated during the month of 
August. A handsome silver plaque 
was presented the company, by the 
employes, and in honor of the occasion 
each employe received a gift in appre- 
ciation of their efforts in helping the 
firm establish itself among the foremost 
houses of its kind in the country. 

C. H. Baker of the company of that 
name was a recent visitor in this city 
from Los Angeles. Another member of 
the trade to spend a short time here was 
F. A. Montgomery of Santa Rosa, Cal. 

An exclusive shoe department is to be 
opened in the new building now being 
erected by the Geo. W. Cowen Com- 
pany, Inc., of Sacramento, Cal. 


Sommer 


COAST BRIEFLETS 


Interesting News of Men and 
Events 


W. L. Goodwillie is back in San Fran- 
cisco after an extended eastern trip, 
with his samples for next season. He 
spent most of his time while away at 
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the factory of A. J. Bates Company in 
Boston, and the Chicago office. 

B. Katchinski of the Philadelphia 
Shoe Company, San Francisco, returned 
a short time ago from a vacation spent 
in Alaska. He was accompanied on the 
enjoyable tour by Mrs. Katchinski. 

Harry Gibson, manager of the shoe 
department in the White House, went to 
the East on his first trip since assuming 
the management of the store. He will 
visit various factories, accompanied by 
Harry Polmer, buyer for the men’s de- 
partment. Later he expects to meet 
Joe Reinhart, manager of the women’s 
department, who will leave for the 
markets shortly. 

The Honolulu Shoe Company, Ltd., 
is doing a good business in its enlarged 
and completely remodeled store. The 
new shop has entrances both on Hotel 
and Nuuanu Streets, and is attractively 
finished in white and green. 

The Santa Rosa Shoe Manufacturing 
Company recently contracted for a two- 
story reinforced addition to its present 
factory. It is said that about $25,000 
will be spent on the new unit. 


The Juvenile Shoe Company has > 


been incorporated in Los Angeles, Cal., 
for $25,000 by R. Goldstein, Bertha 
Goldstein and Alice Jacobson. 

In the State of Washington the follow- 
ing incorporations have been an- 
nounced: The Anderson & Austin Shoe 
Co. of Spokane for $100,000, by J. F. 
Austin and J. L. Anderson; the Sy- 
monds Shoe Company, Inc., of Seattle, 
for $10,000, by J. H. Peters, G. R. Sy- 
monds, and H. C. Witts. 

Block & Levy are now settled in the 
new store in the Newman & Magnin 
department store at Stockton and 
O’Farrell Streets. The department is 
situated on the ground floor, to the left 
of the main entrance, and is exception- 
ally attractive with its old ivory fixtures 
trimmed in gold. The settees are up- 
holstered in leather, and well-chosen 
carpets carry out the idea of comfort 
and good taste which has been employed 
throughout. 

Harry Cochran, representing the 
James Clark Leather Company in the 
Pacific Coast territory, was one of the 
first traveling men to call on the trade 
this season. He stated that business 
was all and more than he expected. 

Harry Polmer, buyer for the men’s 
department of the White House, after 
several weeks spent at the Eastern pur- 
chasing centers, is back in San Fran- 
cisco. Joe Reinhart of the women’s 
department, and assistant to Manager 
Harry Gibson, is still in the East on a 
similar expedition. 

A. B. Champion of the Emporium 
shoe department recently returned 
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from a two weeks’ vacation, spent in 
the Russian River country... 

Harry Cantrowith, buyer for the 
men’s department, and Rudy Rosen- 
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berg, buyer for the children’s depart 
ment of the Philadelphia Shoe Com- 
pany, are now in the East placing new 
orders. 


Topeka Kas. 


AGGRESSIVE WORK 


Shoe Merchants Wage Publicity 
Campaign 


Kansas retail shoe merchants through 
their State Shoe Retailers’ Association 
have decided to adopt an aggressive 
policy rather than defensive during 
these days of investigations as to 
profiteering. 

Their two initial moves have been: 

First, to call upon Governor Henry 
J. Allen and invite his co-operation in an 
appeal to Congress to prevent the 
continued increases of prices announced 
by the manufacturers. 

Second, an organized publicity cam- 
paign is to be inaugurated by the State 
association. This is to be directed by 
A. R. Springer, secretary, of Topeka. 
Mr. Springer is now gathering material 
to be used to show that the retail 
merchant is not taking more than fair 
profits. 

D. E. Lamb of Harrington, H. F. 
Reid of Parsons, Otto Fischer of 
Lawrence, W. E. Brelsford and A. R 
Springer of Topeka called upon Gov- 
ernor Ailen. 

“‘We have just been notified by the 
wholesalers of another hike in the cost 
of shoes,’’ Mr. Lamb told the governor. 
“The increases range from $2 to $4.50 
a pair, and are effective on all shoes 
ordered from now on. And we have 
been warned also to look for another 
hike next Spring.” 


Gross Profit of 25 Per Cent 


They told the governor that they 
averaged a profit of 25 per cent on each 


pair of shoes sold, but that this profit 
had to take care of all overhead expense 
and also of shoes left over at the close 
of the season, that have to be sold at a 
loss to be disposed of. 

“The merchants promised to bring 
in their invoices and selling prices,” 
said Governor Allen. ‘‘Added to what 
information the State is able to gather 
on the subject, this will be the basis 
of a memorial to Congress, and the 
Federal Government will be urged to 
investigate the matter thoroughly.” 


“RIGHTING THEMSELVES” 


Some Merchants Refuse to Carry 
$20 Shoes 


The Kansas shoe men are frank to 
say that one reason for their appeal to 
the governor is to put themselves 
“right”’ with the public in proving that 
they have nothing to do with continued 
increases. At the headquarters of the 
association, information has been re- 
ceived from a number of merchants 
carrying high-grade lines of shoes that 
they will quit selling them when the 
prices approach the $20 mark, and will 
carry only the medium and cheaper 
grades of shoes. 


Plan Inaugurated 


Plans for the publicity campaign by 
the shoe man to bring an understanding 
of the shoe situation were made first 
in Kansas City at a meeting of the 
executive committee of the Kansas 
Shoe Retailers’ Association. C. L. 
Brosius of Wichita, president of the 
State association, was in charge. 


Chicago 


RETAIL BUSINESS QUIET 


Unusually Warm Weather Affects 
Sales 


Another week of warm weather has 
proved very detrimental to business in 
the Chicago shoe stores. With the 
thermometer hovering around 85 de- 
grees temperature there seems to be 
very little inclination on the part of 
the public to purchase shoes designed 


for cool weather wear. The result has 
been a distinct reaction on shoe busi- 
ness compared to many months of ac- 
tivity. How long this condition is to 
continue depends entirely upon the 
weather. From present indications, 
there is no immediate evidence of cool 
temperature. The merchants are well 
prepared with complete stocks of Fall 
styles and are ready for any demand the 
public may make upon them. Many 
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SMOOTH 
INSIDE 


STRONG 
OUTSIDE 


Very few lines of chil- 
dren’s shoes have taken 
hold on the trade so 
quickly as The KIN- 


DER — GARTEN Line. 

Merchants everywhere are putting these 
sturdy, dependable shoes in stock—and are 
reporting excellent sales. 

















The KINDER-GARTEN Line is an 
all-leather line. It consists of KIN- 
DER-GARTEN Welts and KIN- 
DER-GARTEN Turns. The popular 
Kinder -Garten Welt In Stock prices and exceptional values combine 
Havana brown vici kid; whole quarter; button; to make KINDER-GARTEN Shoes 
flexible oak outsole; flexible leather insoles and one of the best selling lines of chil- 
middle soles; Goodyear stitched with full ex- dren’s shoes on the market. 
—_ all the way around. (Inside wedge 
heel. Write for New Catalog and 
111 ee pss is 103 Prices of In-Stock Styles 
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styles are being shown in the windows; 
effective advertisements are appearing 
in the newspapers, and other merchan- 
dising methods are being employed to 
induce trade into the stores. This 
effort is usually well responded to, but 
during the past two weeks the effects 
have been extremely mild. 


GOOD BUSINESS 


Shoe Wholesalers Receive Many 
Orders 


Mail orders for children’s shoes, as 
well as men’s shoes, are being received 
by the wholesale establishments. in 
large quantities. The men on the road 
are also sending in large orders. The 
merchants in the country are buying 
not only big quantities of brown shoes, 
English lasts in the men’s styles, but 
also a good many gun metal styles of 
high toes. 

in the children’s line practically any 
style of shoe in stock is being sought by 
merchants and the manner in which 
visiting buyers are placing orders is 
surprising to a number of wholesalers. 


t 


In Big Volume 


Reports in the wholesale district indi- 
cate that merchants are buying shoes in 
larger volume than they ever bought 
them before in the history of the shoe- 
business. The wide demand for foot- 
wear obtainable from stock is every- 
where apparent. In the women’s lines, 
too, there has been wide call for black 
kid, patent leather, combinations, 
brown kid and other styles, although in 
this line the buying hasn’t been as 
heavy in proportion as in men’s and 
children’s lines. 

The warm weather hovers around 
the entire Middle West, which means 
that merchants in the towns and cities 
adjacent to Chicago are suffering from 
the odds that the weather man has 
placed against them. 


REFUTE PROFITEERING 
Shoe Repairers Answer Charges 


In order to publicly denounce the 
accusation of profiteering directed 
against shoe repairers, the United Shoe 
Repairers of Illinois have undertaken 
a newspaper advertising campaign to 
set forth the conditions leading up to 
present prices of raw materials and 
labor that enter into soles and heels and 
the attaching of same. An increase in 
prices to be effective September 8 was 
announced as follows: Men’s half soles 
and heels, $2.25; boys’ half soles and 
heels, $1.90; ladies’ half soles and 
heels, $1.85. Below is reproduced one 
of the advertisements: 
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SHOEMAKERS ARE NOT PROFIT- 
EERS 


The shoemaker is daily accused by 
the people who visit his shop of profiteer- 
ing. We want to call the attention of 
the public to the fact that the shoemaker 
is now, and always has been, working on 
a very small margin of profit. 

The steady increase in the price of 
SOLE-LEATHER has cut his profits 
down to such a low level that the men 
who follow the shoe-repairing trade can 
hardly make a respectable living. 

In the month of November, 1918, at 
the time of the signing of the Armistice 
the shoemaker was paying for prime 
OAK LEATHER eleven pound blocks, 
$12.50 a dozen, and today he is paying 
$21.50 for the same stock. 

The cost of labor has advanced in 
nine months $10 per week and 2 on 
tion in working hours fre 


its te 

48 hours per week -el 54 heirs te 

i s Which gives ‘us an 
average ir 


, ~vrease Of materia) and labor 
wv 425 per cent. Thérefove, under these 
trying cofditions, the shoemakers are 
forced to advance the prices on shoe 
repairing. We are only asking a 15 per 
cent increase of the present price. The 
increase, to go into effect September 8, 
is as follows: 

Men’s half soles and heels, $2.25; 
boys’ half soles and heels, $1.90; ladies’ 
half soles and heels, $1.85. If the public 
will compare the cost of material and 
labor they will find that we are not in 
the profiteering class. 

United Shoe Repairers of Illinois. 


GARY MERCHANTS SCARED 


A Strike of Steel Workers Would 
Hurt Business : 

Due to the threatened strike of steel 

workers in Gary, Ind., the merchants of 

that town are considerably worried over 

this impending menace. A strike in 


125 


Gary will at the same time spread to 
Hammond, South Chicago, Indiana 
Harbor and other close-by steel towns, 
the significance of which will be the 
idleness of upwards of 30,000 workers 
and will mean crippling of trade in 
those towns. The shoe merchants who 
have stores in thesé communities and 
who have been visiting the Chicago 
market during the past week are with- 
holding any extensive buying, simply 
purchasing what they absolutely need 
and securing very little of that. They 
say, too, that the workers have ~ _ el 
quished the buying of footw Zz 


’ 1k 
as other apparel becar” ver . — 
a strike of the .s@ they feel tha 


planned wv” - kind that 1 _— 
a Ie -af Mean UNEM\5yment for 
-«g and indefinite period, - during 
which their ‘imances are bound to be 
redU°ed to rock bottom. 


A SAD OCCURRENCE 
Death of Charles Forrest McLean 


Charles Forrest McLean, only son of 
C. A. McLean, vice-president of the 
J. P. Smith Shoe Company, Chicago, 
was run over by an automobile August 
28, and died September 2 at the Hahne- 
mann Hospital from the injuries re- 
ceived. 

The funeral service was held at the 
residence of his father, 4610 Ellis Ave- 
nue, September 4, and the burial at 
Waupun, Wis., where Mr. McLean was 
born 46 years. ago. 

He was a lawyer by profession, gradu- 
ate of Williams College, Williamstown, 
Mass., Northwestern University of Law, 
a member of the South Shore Country 
Club, the Illinois Athletic Club, an 
active member of the Shattuck Alumni 
Association and of the Delta Kappa 
Epsilon Fraternity. 

“Charlie”’ had a kost of friends, and 
will be missed greatly. 


St Louis 


NOVELTIES POPULAR 


Women Display Taste for Fancy 
Footwear 


As the Fall season develops from 
week to week it is increasingly apparent 
that womenkind are giving relatively 
little attention to the fact that fancy 
footwear costs real money. The result is 
that merchants report a good business 
on novelties, with staple goods in 
lighter demand. In consequence mer- 
chants are, at the present time, more 


_ concerned over their stocks and the 


delivery of late and delayed orders than 
they are over the prices they have to 
charge. 


REGARDING BUYING 


Salesmen Explain Factory Condi-. 
tions to Merchants 


In the wholesale and manufacturing- 
end of the business practically all the- 
salesmen have left for their territories, . 
those of the International Shoe Com-- 
pany being about the last to leave head~ 
quarters after reviewing the conditions: 
of the trade, the situation of the factories 
and receiving their samples. 

While it is expected that the larger 
portion of the early orders received. 
by these men will be for late Fall andi 
Winter delivery for immediate use, re-- 
tail merchants are being warned not to, 
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depend too much on deliveries of goods 
which they have postponed ordering 
beyond the usual time. 

The men have been directed to devote 
attention to taking orders for the Spring 
for advance shipment and to hold them- 
selves in readiness to stop selling upon 
notification from the home offices that 
the supply of materials involved in the 
orders have been sold up. This situa- 
tion is expected to lead the retail mer- 
chants to place their orders more freely 
than a year ago, when they were made 
uncertain by the continuance of the 
war. 

Shoe Store Stocks 

Incidentally, a development of in- 
vestigations by local houses has brought 
confirmation of an earlier belief that 
shoe stores and departments in cities 
of 10,000 population and over were in 
better shape as regards reserve stocks 
than those in cities of smaller popula- 
tion. It is anticipated, therefore, that 
the orders from the smaller towns will 
be in larger volume in order to get 
themselves in shape for the anticipated 
conditions of the future. 


FACTORIES ACTIVE 
Specialty Plants Cutting for Spring 


St. Louis factories. are continuously 
active and have been working up to the 
capacity of their labor supply to meet 
demands for goods which have been 
fairly well cleared up so far as promised 
shipments go. The new sample lines 
have been put out of the way and the 


factories are now engaged in getting - 


into production on the in-stock goods 
which will be kept on the floor to antici- 
pate the call which always follows the 
opening of the season and the breaking 
of the lines on the shelves of the retail 
merchants by the early demand. In 
the specialty plants preparations are 
being made to begin cutting for next 
Spring’s goods, which are practically 
made to order, but on which advance 
work may be done to a considerable 
extent. Their salesmen are already in 
the field and are reported as sending in 
good orders considering the advanced 
period. 


Advertising Manager Resigns 
J. W. Booth, who has been advertis- 
ing manager for the Roberts, Johnson 
& Rand branch of the International 
Shoe Company for the past year or 
more, has resigned to attend to other 
business interests. 


BUILDING SOLD 
Shoe and Leather Club to Re- 
locate 
The club ‘building which has been 
occupied by the Shoe and Leather Club 
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has been sold to the St. Louis Valley of 
the Missouri Consistory of the Ancient 
and Accepted Scottish Rite Masons and 
will form a part of the site to be occu- 
pied by a temple to be built which will 
cost in the vicinity of a million dollars. 
The new building will be constructed 
within the next two years, but the 
Shoe and Leather Club will be given 
plenty of time in which to obtain a new 
location. The club has been very suc- 
cessful during the past few years and has 
developed rapidly in membership and 
in finances. The present closely rented 
condition of the city, however, promises 
to make something of a problem to get 
quarters suited to the needs of the 
organization. 


EMPLOYES’ CLUBHOUSE 


At New Brown Shoe Company’s 
. Plant 


The new Charleston, IIl., plant of the 
Brown Shoe Company is showing much 
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J. M. Van Kleeck will be vice-president 
and general manager and will have 
associated with him a number of men 
well known in the shoe and leather 
trade. The capital of the company, to 
start with, will be $25,000, to be en- 
larged as the business justifies. The 
company will cater exclusively to the 
very large retail and department store 
trade together with a selected list of 
wholesalers who distribute fine footwear 
to fine trade. Mr. Van Kleeck’s special 
abilities in designing high-grade foot- 
wear have been well known to the trade 
and have been evidenced in the output 
of the American Lady factory under his 
supervision. His new plant will have a 
capacity of 300 to 500 pairs per day. 


FROM THE OZARKS 


J. H. Roblee Returns Home 


J. H. Roblee of the Brown Shoe Com- 
pany, who has been away on his usual 
Summer vacation, part of which he 





Employes’ Clubhouse, Brown 


activity. In the illustration herewith 
a clubhouse may be noted. 

This has been built for the employes 
by the company. It is attractively 
fitted and furnished for meetings and 
social affairs, as well as equipped for 
serving food. ‘ 


NEW SHOE MANUFACTURERS 


Van Kleeck Incorporated—Capital 
$25,000 


J. M. Van Kleeck. for some years 
superintendent of the American Lady 
factory of the Hamilton Brown Shoe 
Company, who resigned a short time’ 
ago, has announced that he will enter 
the manufacturing business and has 
organized the corporation of Van 
Kleeck, Inc., which will manufacture 
women’s bench-made turn pumps. The 
new factory will make a specialty of 
high quality, high priced goods and 
equipment will be installed as soon as 
a factory location can be determined. 


Shoe Company, Charleston, III. 


spent at his Summer home in the 
Arcadia section of Southeast Missouri 
among the Ozarks, has returned. Vice- 
president E. R. McCarthy of the same 
company, who is Mr. Roblee’s son-in- 
law, is still enjoying the early Fall season 
in the Ozarks at Mr. Roblee’s Summer 
home, but is expected back by the end 
of the month to take up his duties at 
headquarters. 


ASSOCIATED RETAILERS 


Shoemen Hold First Fall Meet- 
ing 

The Associated Shoe Retailers of St. 
Louis held their get-together meeting, 
the first of the Fall, at Sunset Hil) Club, 
last week, the affair being of a social 
character rather than for business and 
being participated in by the wives and 
daughters of the members. The purpose 
of the meeting was more to increase 
interest in the organization than to talk 
business and the only serious talk of the 
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129 Grand Ave., Brooklyn, N.Y. 

















It’s All In 
© 
Knowing How 
E know how to make 
spats that are perfect 
fitting, smart and long 
wearing, which can be sold at a 
moderate price. This has been 
recognized by a majority of the. 
leading merchants. Are you one 
of them? 


| Kersey and felt—all styles, 
all heights, all colors. 


Made in Brooklyn Send your orders now. 
Prompt deliveries assured. 
Samples if you desire them. 
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evening was made by E. L. Howe, vice- 
president of the Scruggs-Vendervoort 
& Barney Dry Goods Co. Announce- 
ment was made that the campaign for 
new members was progressing rapidly 
under the stimulus of the contest ar- 
ranged for some time ago and an increase 
of fifteen was reported at the meeting 
with one of the contestants stating that 
he already had 12 applications sure 
and others in prospect. It is being 
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planned to go to Boston in January in 
force. The October meeting of the 
association will probably be held at the 
Riverview Club, located on the Missis- 
sippi at the northern end of St. Louis 
and a very popular resort club. Presi- 
dent Arthur E. Ebbs, who presided at 
the Sunset session, is very enthusiastic 
over the prospects of the organization 
both as to membership and influence in 
the trade. 


Milwaukee 


TO MAXIMUM CAPACITY 


Big Shoe Demand—Foreign and 
Domestic 


Shoe factories at Milwaukee con- 
tinue to be pressed to the maximum 
limit of facilities and ability to obtain 
materials and labor by the insistent de- 
mand from the jobbing and retail trade 
throughout the United States, while 
export requirements are growing and 
adding to the perplexing problem of 
how to produce enough goods to fill the 
demand. The manner in which Fall 
and Winter goods are moving to the 
consumer is causing merchants to hasten 
to cover up, making business for prompt 
shipment exceptionally brisk. Good 
buying for Spring and Summer is re- 
ported by travelers and little or no 
hesitancy is apparent in this regard. 


HIGH SHOES POPULAR 


Women’s Low Shoes Also Are 
Wanted 


Local retail business is well main- 
tained, the demand for high shoes being 
much better than usual during the first 
half of September, while low shoes still 
are wanted, especially by the women. 
F. H. Stover, proprietor of the Walk- 
Over Shoe Store, 137-139 Grand Ave- 
nue, a leading authority, says it looks 
to him as if the Winter of 1919-1920 
will be featured by the demand for low 
shoes and pretty stockings for street 
wear throughout the Winter, although 
plenty of boots are selling. Spats are in 
good demand, although trade in this 
specialty will not open up until colder 
weather arrives. Preference is shown 
for black and the darker shades of tans 
and browns, both for dress and street 
use. The lighter shades are slow. Busi- 
ness in men’s shoes is of good propor- 
tions. 


RETAIL BUSINESS GOOD 


Aided by Wisconsin State Fair 


The Wisconsin State Fair, held at 
Milwaukee, September 8 to 13, broke 
all records with a paid attendance of 


245,720, which is 54,000 better than the 
previous high record. The fair at- 
tracted better both from the interior 
of the State as well as from Milwaukee. 
This accounts for the fact that the busi- 
ness of shoe stores last week was un- 
usually good. Quite a number of stores 
made displays at the fair to show spe- 
cialties as well as staples, and good 
results are reported by all exhibitors. 


“ROLLS OF HONOR” 


Erected by Fred Rueping Leather 
Company 


The Fred Rueping Leather Com- 
pany, Fond du Lac, Wis., ‘has erected 
two artistic “Rolls of Honor,” contain- 
ing the names of 125 employes who 
answered the call to the colors, and 
including five who gave up their lives 
overseas. The memorials are cast in 
solid bronze and measure 2 x 3% feet, 
being surmounted by an American 
eagle. One of the memorials has been 
permanently placed at the outside wall 
of the main factory building, facing 
Doty Street, and the other is affixed to 


- the walls of the general office. 


Shoes at $3.49 


Max Wegemann, Watertown, is ad- 
vertising widely the purchase of the 
entire sample line of the Palma Shoe 
Company, Waupun, Wis., consisting of 
480 pairs of men’s Goodyear welt dress 
shoes, size 6 to 714, which he is closing 
out at $3.49. The advertisements say 
the Palma Company has decided to 
discontinue manufacturing shoes, but 
this report has not been confirmed. 


FACTORY EXTENSION 


By Weyenberg Shoe Manufacturing 
Company 


The Weyenberg Shoe Manufacturing 
Company, 133 Reservoir Avenue, Mil- 
waukee, is starting work on its second 
large branch factory, to be located at 
Portage, Wis., not far from Beaver 
Dam, where the company has recently 
completed a fine new plant. Plans for 
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the new Portage factory call for an L- 
shaped building, five stories and base- 
ment, 52.3 x 231.9 feet, with a wing 
40x 60 feet. It will be of brick and 
concrete, and protected by an automatic 
sprinkler system and other modern ap- 
pliances for comfort and convenience, 
safety and sanitation. The Weyenberg 
Company already is one of the largest 
makers of “‘service shoes’’ in the Middle 
West, and the new plant will further 
strengthen its rank as a big producer. 


EMPLOYES’ OUTING 


Given by Davies Shoe Manufactur- 
ing Company 


The Davies Shoe Manufacturing 
Company, Racine, which recently 
moved into its new factory, gave its 
entire force of employes and their fami- 
lies an outing at Eagle Lake on Sunday, 
September 7. The Davies Company 
is paying much attention to maintain- 
ing the most cordial relations between 
itself and its workers, and the outing 
was only one feature of the notable work 
that it is doing along this line. 


A Boston Visitor 


A prominent visitor to the Milwaukee 
factory trade last week was George L. 
Starks of Boston, a member of the 
Wilson Process, Inc., Rochester, who 
made his first visit to the city to confer 
with makers and jobbers in regard to 
the new method of manufacturing 
women’s fine boots and shoes which the 
Rochester Company is introducing 
throughout the country. 


HAPPY REUNION 


Lieut. Otto Mueller Meets Other 
Veterans 

An interesting caller at Ladysmith, 
Wis., during the past week was 
Lieut. Otto Mueller, representing the 
Luedke-Schaefer Shoe Company, 
Milwaukee, who served overseas with 
Battery B, 120th Field Artillery, 32d 
Division. The battery was composed 
about equally of Ladysmith and Mil- 
waukee boys, being formed out of the 
Ladysmith National Guards and a 
Milwaukee unit at Camp MacArthur, 
Waco, Tex., in the Fall of 1917. The 
veterans of the outfit at Ladysmith 
were apprised of Lieut. Mueller’s pres- 
ence in the city and a happy reunion 
resulted. 


NEW INCORPORATIONS 


A Club Changes Its Name 


Articles of incorporation of the Mil- 
waukee Shoe and Leather Club have 
been amended to change the title to 
Shoe Factory Superintendents’ and 
Foremen’s Club of Milwaukee, which is 
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f Fa “M-C. McKays. 


i MODISH—SERVICEABLE—DEPENDABLE 


These are several definite reasons why M. C. McKays 
are valuable to your business. 


They are stylish—distinctive—they appeal instantly 
to your feminine customers. 


And the style appearance of McK’s is backed up 
by their thorough goodness of material and skilled 
shoemaking—the customer comes back for more. 





M. C. McKays sell at a moderate price, yet allow 
you a generous profit on constant sales. 
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regarded as more expressive of the 
nature and scope of the organization. 


A Wisconsin Charter 


The Vulcan Last Company, incor- 
porated under the laws of Ohio and 
having a capital stock of $125,000, has 
been granted a charter to do business in 
Wisconsin, The investment in this 
State is given as $25,000. The com- 
pany manufactures appliances for the 
“Vulcan Process’’ of making footwear. 


Formerly a Corporation 


The Arenz Shoe Company is the new 
name of the firm of Jos. S. Arenz & Co., 
393 Pearl Street, La Crosse, Wis., which 
has changed from a partnership to a 
corporation. The capital stock is 
$75,000. 

Opens New Store 


The Ripp Shoe Company, Madison, 
Wis., held the formal opening of its new 
store on the main floor of the Gay 
Building, Capitol Square, on September 
6, continuing through the week follow- 
ing. The company is a corporation, 
with these officers: President, William 
F. Gleue, Grand Rapids, Wis.; vice- 
president, Conrad F. Martens; secre- 
tary, John M. Ripp; treasurer, Erwin 
W. Gleue. William Gleue is head of a 
big store at Grand Rapids and another 
at LaValle, Wis. He travels for the 
Goodyear Rubber Company four 
months out of the year and devotes 
the remainder of his time to the retail 
business. 


BADGER BRIEFLETS 
News of Shoe Men and Stores 


The L. J. Wolf Shoe Company, Ap- 
pleton, Wis., has absorbed the stocks of 
two stores at Clintonville, Wis., pur- 
chasing the Home Trade Shoe Com- 
pany from C. J. Ullrich and the 
Walk-Over Shop from E. J. Miller. 
The goods will be marketed through 
the Appleton store. 

The Plymouth (Wis.) Clothing & 
Shoe Co. has passed into the exclusive 
ownership of A. Ostermann, who pur- 
chased the holdings of W. C. Beiersdorf, 
George Siebert and Julius Laack. Mr. 
Laack withdraws, while the other two 
ex-stockholders remain in Mr. Oster- 
mann’s employ. 

August Rathke, Clintonville, Wis., 
has disposed.of his shoe repair business 
to John Hoffman, who will move it. to 
Crandon, Wis. 

J. J. Ripple, 606 Mitchell Street, 
Milwaukee, has leased the building at 
612 Mitchell Street, which is being 
rebuilt and modernized for his use. 
Mr. Ripple expects to move about 
October 1. : 
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BIG BANQUET 


Held by Manufacturers’ Baseball 
League 


The Milwaukee Shoe Manufacturers’ 
Baseball League is holding a big ban- 
quet at Donges Bay, tonight, September 
20, the occasion being the “‘season’s 
wind-up.” 

Ten-minute speakers, who were styled 
the ‘‘Minute MenVolunteers,” made the 
program interesting. 

C. O. Chapline (always a fan) spoke 
on “‘When a Triple Is Needed.” Mr. 
Hansen (one of the boys) took for 


his subject ‘‘A Fence Buster.’” W.A. 
Edmonds (one-one-one) talked on 
“‘Keep Your Eye on the Ball.”’ H. L. 


Nunn (our messenger from France) 
spoke on “Two Strikes and Three 
Balls,”’ while the subject which W. J. 
Booth (hit ’em hard) took was ““Two 
Out and Three On;’’ J. W. Schweisthal 
(a good loser), “It’s All in the Game,” 
and Geo. Mayer (our only major), “It 
Pays to Sacrifice.” 

There were speeches by Judge Joseph 
C. Karel and Hugh Brennan, other 
speakers listed on the program being 
C. A. Dickens (secretary-treasurer), 
“The Best Man Wins;” Athletic Edi- 
tors (a stingy bunch), ‘‘A Big Send-off.”’ 
A. G. Long (a good sport), “Spaulding 
Awards;”’ Albert Meistner (the little 
big man), ‘‘A Good League;’”’ James G. 
Buckett (the man behind), ‘““How We 
Decide,” and J. J. Gray (the base-eyed 
man), ‘““The Best We Can.”’ 


Ten-Minute Speeches 


The speaking wil! begin at the time the 
banqueters take their places at tables, 
and it is expected that the ten-minute 
volunteers will be rid.of their remarks 
by the time the eating is over. The 
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ten-minute speeches will be announced 
by Toastmaster J. O. Humbert and 
rung off (by means of a gong) by Secre- 
tary C. A. Dickens. 

After the banquet a number of enter- 
tainment numbers will be featured, in- 
cluding boxing, wrestling, instrumental 
and vocal music. 

The Milwaukee Shoe Manufacturers’ 
Baseball League championship pen- 
nant will be awarded by the secretary to 
the league champions on this occasion, 
and it is expected that some sort of a 
prize will be given to the tail-enders. 


MEN’S FINE WELTS 


To Be Manufactured by Rohn- 


Ryan Shoe Company 


Rohn-Ryan Shoe Company is the 
name under which a new corporation 
is starting the manufacturing of men’s 
fine welts in Milwaukee. 

Chester F. Rohn, who for twelve 
years has been secretary-treasurer and 
a director of the Albert H. Weinbrenner 
Company of Milwaukee, will head the 
new enterprise. Daniel M. Ryan, who 
has been a superintendent with J. P. 
Smith Shoe Company of Chicago for 
several years, will be vice-president, 
and Mr. Franklyn A. Rohn, who has 
been connected with the Weinbrenner 
Company in the capacity of wholesale 
distribution manager, will be secretary 
and treasurer. 

The corporation is capitalized for 
$50,000. Operations will be com- 
menced during the early part of 
October at 414-16 Fourth Street, in 
the new modern concrete annex to the 
Mansfield building. 

They will manufacture ashort, snappy 
line of moderate priced men’s fine welts. 


Brockton 


TRAVELING SALESMEN ON 
THEIR WAY 


Representatives of Local Concerns 
Out With Samples 


Practically. all the traveling salesmen 
representing Brockton shoe -manufac- 
turing houses are now in their terri- 
tories with Spring samples. It is inter- 
esting to note in this connection that 
the quality of the men who represent 
Brockton concerns well accords with the 
grade of shoes which they sell. In other 
words, Brockton traveling salesmen 
and shoes are in the high-grade class. 
Under -present trade conditions, with 
prices higher than ever before, mer- 
chants demand not only the best work- 


manship and materials, but the highest 
grade salesmanship in _ presenting 
samples. Brockton supplies both. 
Many of the shoe manufacturing houses 
here have men on their selling staff who 
have been, for a long period of time, 
selling goods for these houses and mak- 
ing new records each season, as regards 
sales. 

Not only that, but a considerable 
proportion of the men who sell made-in- 
Brockton shoes are men with substan- 
tial incomes as a result of their long 
service for the lines with which they 
are identified. These men reflect credit 
upon the city as well as upon themselves, 
while enjoying the entire confidence of 
their customers. : 
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In Stock 


Newport Last 


Stock No. 532 
Price $9.00 





Branded or Unbranded 


IRCULAR Bal. with Imitation fox- 

ing, Cherry Red Calf Vamp and 

Top, Newport Last, l-inch Broad 

2.) Half Rubber Heel—12 Iron Single 

Sole. Code—Corning. Widths 0-1-2- 

3-4. This shoe is just what the boys from 
overseas are looking for. 


A full English toe that provides splendid fit- 
ting qualities. 


Try our Stock Dept. service, which, com- 
bined with the high quality and workmanship 
of Crawford Shoes, has placed us amongst 
the forerunners of the shoe industry. 


A new Catalog will be mailed you on request 


THE STERLING SHOEMAKERS OF NEWJENGLAND 


PX CHARLES A. EATON COMPANY 


4 


Mf 
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BROCKTON, MASS. 








Segacaacs 45536 ID4RE 3489 3 ag ap 4 
PERERA Bs CEEEE ECE EE aaa EEE EEL EER EERE EBERT EEE 
HidvdUAUAAAATATLAAAUAAAUUDUATANTANAUAA TEA LTA ANT 

















Sept. 20, 1919 


FACTORY ADDITION WELL 
UNDER WAY 


New Part of Plant Soon to Be Com- 
pleted 


C. S. Marshall Company, makers of 
the ‘‘Marshall’”’ line of men’s shoes, have 
a new addition to their plant on North 
Main Street well along toward comple- 
tion. It will be finished and occupied 
during'the next few weeks. It will then 
be equipped with machinery and util- 
ized as a means of relieving factory con- 
gestion and enabling the concern to in- 
crease its production. They will then 
have an addition four stories in height, 
75 feet long, with a total floor area of 
over 12,000 square feet, increasing their 
factory capacity to about 50,000 square 
feet. C. S. Marshall Company has 
purchased land running through to 
Montello Street, thus providing ‘or fur- 
ther additions to the factory as these be- 
come necessary. Salesmen are out with 
the Spring samples, covering their usual 
territories. 


RUBBER HEELS FOR FINE SHOES 
Noticeable Increase of This Attach- 
ment in Men’s Lines 

In the Spring samples of men’s shoes 
going out from Brockton factories, it is 
noticeable that rubber heels are shown 
to a larger extent than at any previous 
time. A member of one concern, in comi- 


menting on this feature, states: “‘Men’s . 


fine shoes, such as are made in Brockton, 
are designed primarily for city streets. 
Such thoroughfares have sidewalks of 
concrete or similar material. The rub- 
ber heel acts as a cushion for the foot in 
walking and reduces the jar to the body. 
Rubber heels have now been brought to 
a point where they are substantial and 
reliable. In showing rubber heels ex- 
tensively in Spring samples, B:ockton 
manufacturers are adopting a plan 
which will benefit the merchant who 
sells men’s fine shoes, also the man who 
wears them. 


STOCK CATALOG ISSUES 


Concern Showing Men’s Shoes for 
Fall Delivery 


Among the booklets gotten out by 
Brockton concerns, as a means of calling 
attention to the lines of men’s shoes for 
Fall delivery, is that issued by M. A. 
Packard Company, makers of the Pack- 
ard shoe for men. This illustrates and 
enumerates about a dozen styles of 
black and colored shoes, the latter 
having special prominence. Mahogany 
cordovan leather in brogue, bal and 
oxford patterns, also plain bals and 
oxfords, constitute a leading feature of 
the stock department. Other colored 
shoes include mahogany Russia calf, 
brown kid, cherry and Russia calf. 
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Black kid bluchers and velour calf blu- 
cher bals are also shown. Lasts include 
the Brogue, Biltmore, Ritz, Ardmore, 
Premier and others.. The booklet, which 
is printed in colors, is now being sent to 
the trade. 


FITTING UP FACTORY 


New Concern Making Ready for 
Shoe Production 


The Buckley Shoe Company, Brock- 
ton’s newest shoe manufacturing con- 
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cern, is fitting up its factory quarters on 
Montello Street. These will be occu- 
pied about October 1, when the produc- 
tion of men’s welt shoes will begin. 
About 500 pairs per day will be the 
initial output, the production being in- 
creased as the business grows. Messrs. 
James F. and Thomas B. Buckley, the 
active members of the concern, are 
young men who have had several years’ 
experience in shoe factory work and are 
well qualified for the building up of an 
excellent business in Brockton. 


Haverhill 


NEW FACTORIES BEING BUILT 


Manufacturing Plants to Be Oc- 
cupied by Local Concerns 


That Haverhill capitalists, real 
estate men and shoe manufacturers 
are optimistic regarding Haverhill’s 
future is evident from the fact that 
about $2,000,000 is represented in new 
factories now under construction. No 
less than four new buildings are under 
way, all of which have their entire floor 
space leased to local concerns. These 
buildings, located on Essex, Hale and 
Winter Streets, will be important ad- 
ditions to the Haverhill shoe and 
leather district and assure increased 
space for the occupants. The demand 
for Haverhill footwear is such as to 
assure full output in the new plants. 
Added building projects are in con- 
templation, with the assurance of lessees 
becoming immediately available. 
Haverhill is steadily forging ahead as a 
shoe manufacturing center. The new 
buildings now approaching construction 
are substantial evidence of the popular- 
ity of Haverhill-made footwear. 


ENLARGING THEIR FACTORY 
QUARTERS 


Firm Preparing for Increased Pro- 
duction of Goods 


Ellis-Eddy Company, manufacturers 
of women’s high-grade footwear, have 
enlarged their factory space in this 
city to allow for the production the 
year round of fine turn boots, oxfords, 
slippers and pumps to be carried in 
stock for the accommodation of their 
customers. This plan will in no way 
interfere with the normal production of 
similar shoes for those merchants who 
buy for future requirements. On the 
contrary, the in-stock department which 
has been enlarged will be an ideal 
storehouse of stylish turn footwear, 
from which the merchant may draw 
sizes and fill his needs. The various in- 
stock lines will receive publicity from 


time to time. ‘Only shoes of the best 
grade will be manufactured for this 
department,” says Mr. Ellis of the 
concern. 


MERCHANTS NEED. SHOES 


Is the Testimony of Local Manu- 
facturing Concerns 


“There is no question,” said a member 
of the local trade, “that wholesale and 
retail merchants all over the country 
are in need of seasonable goods. This 
pertains particularly to the women’s 
lines, of which Haverhill is so largely 
representative. Boots are fairly plenti- 
ful in the wholesale and retail stores. 
The merchant’s great need today, 
however, is for women’s pumps and 
oxfords, in new patterns and lasts. 
With the price of boots almost pro- 
hibitive the trade is naturally turning 
to the low-cut lines. The demand for 
these is far greater than the supply. 
All factories are doing their utmost to 
supply goods which are wanted, not 
only for Spring but for immediate 
delivery. Prices are high, but mer- 
chants say there is no difficulty in 
getting prices for good footwear. The 
great anxiety on the part of our custom- 
ers and, I presume, those of ‘other 
concerns, is to know when they can get 
goods.” 


BUYING AND SELLING 
BUILDINGS 


Profitable Business in the Shoe and 
Leather District 


_A well-developed industry in this city 
is the buying and selling of the older 
type of business blocks in the Haverhill 
shoe and leather district. During the 
past few months these transactions 
have been more numerous than ever. 
Many of the buildings have changed 
hands several times during that period. 
Most of the men who buy these factory 
buildings intend to sell them again as 
soon as possible and at a profit. It is 
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REC. U.S. PAT.OPF 
FRED RUEPING LEATHER CO. 


FOND DU LAC, WIS., U.S. A. 


Mohawk Sides 


The logical leather to use as a 
substitute for Smooth Black Calf 


in men’s and women’s fine shoes. 









Unexcelled cutting qualities, good 
flanks. A fine break, good finish 


and mellow feel assure you of a 








‘ 


shoe with a Calf appearance. i 





Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


— BRANCHES 
Cincinnati Milwaukee St. Louis 
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unnecessary to add that the buildings 
change hands at a profit to the sellers 
and increased rentals to the occupants. 


SHOE ORNAMENTS IN DEMAND 


Great Call for Buckles, Bows and 
Similar Decorations 


The popularity of women’s pumps 
furnishes the opportunity for decorative 
effects which is being taken advantage of 
by local manufacturers. The demand 
for bows, buckles and similar goods is 
very large. Concerns in this city which 
are identified with the production and 
sale of buckles and ornaments are 
having a fine business. The designs of 
these ornaments are practically un- 
limited. The shoe merchant is thus 
given remarkable opportunities for 
increasing his profits, in connection 
with the sale of women’s pumps. D. T. 
Dudley & Co. of this city, a long- 
established concern in its line, report 
an unprecedented demand for the 
buckles and ornaments which they are 
showing. Orders for these goods sre 


coming in from marufacturers and 
mefchants ‘in all parts of the United 
States. The same is true of the 
Dalrymple-Pulsifer Company, an old- 
established house of this city, which is 
identified with the Dalco ornament 
attaching device. This is applicable to 
any type of buckle and is now in use by 
many concerns who supply opportunities 
for interchangeable ornamentation. 


NEW MANUFACTURING 
CONCERN 


To Produce Line of Women’s Turn 
Footwear 


The Claremont Shoe Company is 
the style of a new concern which is to 
manufacture women’s shoes in this 
city. It is composed of the I. Miller 
and Richard Shoe Company interests, 
with Ed Rickard of the latter concern 
as general manager. A line of women’s 
strictly high grade turns will be pro- 
duced. Two floors of the new Gilman 
Building on Hale Street will be occupied 
by the new concern. 


Boston 


IN THE SHOE SHOPS 


Blacks and Browns Are the 
Predominating Colors 


The retail shoe stores of Boston are 
doing business without fear of riots or 
the disorder that prevailed the past 
week. The Massachusetts State Guard, 
world-war veterans, and volunteers from 
civilian life have the disturbing ele- 
ments well under control. Although the 
shoe merchants report that trade is 
somewhat quiet, due to the fact that 
many of their out-of-town customers, 


especially among the women folks, are . 


loath to come to the Hub, nevertheless, 
all expect that within the next week 
business will be very brisk. 


A Wise Move 


It was learned that many of the retail 
shoe merchants, some on their own initi- 
ative and others acting on the advice of 
other merchants, removed the merchan- 
dise from their display windows on the 
evening of the big riot of Tuesday, 
September 9. _ 


ATTRACTIVE WINDOWS 
No Trace of Wreckage Remains 


Those stores that suffered, through 
broken plate-glass windows and dis- 
mantled stocks, have everything ar- 
Tanged now in perfect order, and those 
who might come to view the “ruins’’ 
would be vefy much surprised to find 


instead an even more splendid showing 
of merchandise than before the strike. 
Speaking of the windows, they are 
arrayed in their Autumn fipery, with 
attcactive footwear in browns, blacks 
and some grays. No man or woman can 
resist, at least, a glance to admire, if 
not to enter and purchase. 


BEAUTIFUL FOOTWEAR 


Long, Slender Lines Favored for 
Women 


At T. E. Moseley Company’s, as well 
as at the other exclusive shoe shops, it 
was noted that the chief characteristic 
of footwear this season is beauty. 

The long vamps, with their slender 
lines, are in particular favor for women’s 
wear. In high shoes, T. E. Moseley 
and Company are featuring a patent 
leather lace boot with satin top, Louis 
heels; the same style in brown and gray 
kid with satin tops to match and all 
black satin. For walking, T. E. 
Moseley and Company are featuring 
high shoes, lace, with Cuban or military 
heels, in all brown or black calf and black 
kid. The tips are either perforated to 
give the wing effect or straight. The 
same style is shown with colored buck- 
skin, or cloth tops are also very popular. 

Charles E. Wirth, buyer at T. E. 
Moseley and Company’s, states that 
oxfords and pumps with colored spats 
will be worn quite extensively, to give 
the effect of a colored top boot. 
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FOR EVENING WEAR 


Also a New Last—Low Shoes: Popu- 
lar 


For evening wear, Mr. Wirth thinks 
that the opera slipper with high Louis 
heels and ornaments of rhinestones and 
cut steel is the most beautiful of al? 
shown. . Mr. Wirth also stated that 
they had caused to be perfected a last 
which has a leather Louis heel for the 
women who do not wish high heels- 
This last has practically the same ap- 
pearance through the vamp, but has a 
heel 5-8 inch lower than the regular 
Louis heel and is growing in demand. 
“At the present time low shoes are sell- 
ing well,’”’ said Mr. Wirth, ‘‘and will be 
worn this Winter by many with woolen 
stockings. 


THE BROGUE EFFECT 


Coming Fashion Show Will Help 
Trade 


“Heavy brogue oxfords for women 
have taken very well. All of our high 
dressy shoes have 9-inch tops, when 
made with Louis heels. The Cuban 
heels usually take a 814-inch top. We 
expect a big season on evening slippers 
in satin, silver, gold, patent leathers and 
kid with rhinestone or steel buckles. 
We anticipate showing our shoes on 
models, to be featured at the coming 
fashion show which will be held in the 
very near future, and which event will, 
I think, stimulate the retail shoe busis 
ness.” 


TAN GRAINED CALF 


Women’s Model Noted in Brogue 
Pattern 


A handsome brogue oxford for women 
was noted of tan grained calf in a 
medium shade of tan with a military 
heel and winged tip perforations and 
pinked. This was designed to be worn 
with a heavy woolen stocking and is 
copied from the brogue effects in ox- 
fords from the men’s lines. 


Regarding Combinations 


In regard to combinations, blacks 
with gray or brown with tan or beaver 
are good, but they come mostly in walk- 
ing shoes. For dress, men and women 
seem to prefer all one color. 


SATIN TOPPED BOOTS 


Most Attractive in Brown, Black 
and Gray 


One of the beautiful effects in high- 
laced boots with 214-inch Louis heels 
were noted in black satin with a patent 
vamp; one was noted made in all black 
suede. Another particularly attractive 
model was a brown kid with-brown 
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This 
is just one of the new beautiful patterns that feature 


“Style Shoes of Quality’’ 
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ISTINCTIVE features and attractive patterns 
are plentiful in our new line of samples for 
Spring, 1920. 
If you are interested in high grade footwear that 
will sell readily, consider ‘‘ Style Shoes of Quality ” 
when purchasing for Spring. 


UTZ & DUNN CO. 


ROCHESTER -:- NEW YORK 
BRANCH OFFICES 
Denver New York City Los Angeles 
218 Charles Bldg. Bush Terminal Sales Bldg. 718 Story Bldg. 


TIGER & McNUTT 130 West 42d St. G. C. McATEE 
S. A. MCOMBER 
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satin top, another all gray kid vamp 
with a gray satin top. These boots 
carried a 4-inch vamp. It would be 
impossible to imagine more attractive 
models. These sold at $18 a pair. 


AT H. H. TUTTLE’S 
Low Shoe and Spat Season Predicted 


The sentiment at H. H. Tuttle Com- 
pany’s seemed to be that there would 
be a very big sale this Fall of low shoes 
to be worn with spats by people who 
wished to reduce the cost of footwear, 
the cost of a dressy high shoe being in 
the same cases a little more than 
dressy oxford or pump and a spat. 


Few Button Shoes 


Very few button shoes were shown at 
this store. The management antici- 
pated a very good season, although, like 
the other merchants, they have been 
handicapped by the fear of the shoppers 
to come to the city and by the stormy 
days which have visited the city re- 


cently. 
PLAIN COLORS 


Big Demand for Cloth of Silver 


More plain colors will be sold for Fall, 
according to a statement made at this 
store, and lower heels, especially for 
walking. 

A tendency toward the lessening in 
popularity of the buckle was noted by 
the floor man at this store. He said 
that there was a big demand for cloth 
of silver evening slippers, but that it 
was almost impossible to obtain any. 


Regarding Laces, Verdict Is for Nar- 
row Effect 


The merchants visited were asked in 
regard to the possibility of the demand 
for wide laces in connection with the 
eyelet pumps. Those interviewed do 
not seem to feel that the wide lace 
would be fashionable, at least for some 
time. They argued that the narrow 
lace was neater, and in the case of the 
eyelet pumps, if a ribbon lace were 
called for, it would be a very narrow one. 

Some of the exclusive shops said that 
a number of their conservative buyers 
always specified a wide ribbon lace, but 
that the trend of the popular demand 
was for the very narrow style. 


IN ROXBURY 
David G. Daum Tells of Trade 


David G. Daum, treasurer and gen- 
eral manager of Keniston and Daum 
Shoe Stores, do‘ng business at 101 Wash- 
ington Street, Dover, N. H., at 
Rochester, N. H., and at 1643 Wash- 
ington Street, Boston, Mass., tells us 
that seven-eighths of the public demand 
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at his store is for tan shoes, especially in 
Boston. In Dover and Rochester, the 
demand is divided between blacks and 
tans. He says that his women custom- 
ers want the very best and most fancy 
shoes and do not care for the price. Mr. 
Daum thinks that his Boston trade, 
confined to the Roxbury section, has 
been better the past week on account of 
the police strike in the city proper. He 
was fortunate in escaping the raid on 
his stock, as he had no burglary or riot 
insurance, but immediately took out 
policies covering same. 


ENLARGED QUARTERS 


Barnett Shoe Company Moves to 
110 Summer Street 


The Barnett Shoe Company, for- 
merly located at 183 Essex Street, has 
removed its offices and salesrooms to 
110-112 Summer Street, where it 


J. IRVIN BARNETT 


has secured more spacious quarters. 
Women’s Goodyear welts and turns, 
staples and novelties, are always carried 
in stock. It extends an invitation to 
the trade to visit its new offices and 
become acquainted. 

J. Irvin Barnett, president and gen- 
eral manager of the firm, has just com- 
pleted a business trip through New 
York and Pennsylvania States. During 
the absence of Mr. Barnett, his assist- 
ant, Saniuel Resnic, who has long been 
connected with the shoe business, both 
buying and selling, was in charge. 


RETURNS TO COAST 


Julian W. Rogers Visits Boston 


Julian W. Rogers of Rogers Brothers 
Shoe Company, Inc., is returning to his 
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home in San Francisco after an ex- 
tended stay at the Boston office of the 
firm, making the trip by automobile. 


BUYERS FROM LONDON 


Messrs. Skinner and Palmer Visit 
Hub 


I. H. Skinner, director, and E. R. 
Palmer, buyer, both of Messrs. Lilley 
& Skinner, Ltd., of London, England, 
will pay a visit to the ““Recorder’”’ offices 
during the coming week. These gentle- 
men have come over for the purpose of 
buying boots and shoes. 


Elect Cashiers 


At a recent meeting of the directors 
of the First National Bank of Boston, 
C. Sinclair Weeks and A. Stanley North 
were elected assistant cashiers. 


Ira Vaughn Entertains 


Ira Vaughn, treasurer of Dungan, 
Hood & Co., kid leather merchants, en- 
tertained Winslow Lewis Commandery, 
Knight Templars, of Salem, Mass., at 
his home in Philadelphia last week. 


. 


IN NEW QUARTERS 


R. A. Chenoworth & Co. Change 
Boston . Location 


R. A. Chenoworth & Co. are now 
fully established at the new quarters 
of the firm at 147, Lincoln Street, 
Boston, having moved there Sept. 1, 
from 137 Lincoln Street. This firm is 
composed of R. A. Chenoworth, Ar hur 
F. Hickey, and G. A. Chenoworth, and 
acts as general agents for shoe manu- 
facturers, selling goods to the wholesale 
trade. This company came into existence 
January 1, 1919, and is doing business 
at the rate of approximately $2,000,000 
yearly. A square deal and service are 
the factors which have made for the 
company’s wonderful success. 

This concern is largely interested in 
shoes for export—in fact, their letter- 
head reads ‘‘Manufacturers’ Agents for 
Export.”” Besides covering practically 
every city in the United States above 
100,000 in population, they also have 
customers in Porto Rico, Cuba, Canada, 
Mexico, South America, West Indies; 
and now that the embargo has been 
lifted, will sell many shoes in Europe. 
They also act as buyers for some of the 
large retail shoe merchants throughout 
the country. 

R. A. Chenoworth leaves Sunday, 
September 21, to cover the principal 
cities of the country. During Mr. 
Chenoworth’s absence Arthur F. Hickey 
and G. A. Chenoworth will look out for 
business at the home office. 4 
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OUR Children’s Shoe De- 

partment will show a far 
bigger volume of business and 
much larger profits if you sell 
this line of New Process Stitched- 
Down Shoes. 


There are twenty handsome styles 
and patterns in the line. Shoes 
for both dress up and rough 
play days. 


No. £01—Cun Metal Button New 
Imitation 


2; Child’s, 
8. 


No. 206—Lace, same as No. 201. 


Made in buttons and laces, in regular heights, oxfords and strap sandals, 
in‘black, tan, chocolate and patent leather, and in big girls’, misses’, child’s 
and infants’ sizes. Send for Booklet showing entire line and offering adver- - 
tising suggestions that will be of service in selling the shoes. 


Ask us about our Name Contest 
on this line and our offer for $100 


F. MAYER BOOT & SHOE CO., Milwaukee, Wis. 
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PERSISTENTLY STRONG 


Two Bull-Pup Favorites for the Boys 
Ready to Ship Now. 


GOODYEAR WELTS 


BULL-PUP BULL-PUP 


1214 Boys’ Black Elk, 
Strap and Buckles, 
10 inch Top. Good- 
year Welt, Munson 
Last, ViscolizedOak 
Outsole, Grain 
Leather Insole. 
Sizes 2% to 5%. 
Youths, 12% to 2. 


1215 Samein Brown Elk. 1200 Black Elk Goodyear Welt 
Blucher, Heavy Oak Natural Firiish 
Outsole, Chrome Liner, Grain 
Leather Insole, Munson Last. Sizes 
2% to5%. 
1204 Same in Brown Elk. 
Same in Youths’. Sizes 1244 to 2. 


Send for Catalog of Other New Styles “In Stock’? a 
PRICES ON REQUEST 


GRAHAM-BUMGARNER COMPANY 


Manufacturers 


Parkersburg, West Virginia 
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Spring Line 


EGAL Salesmen are on the 
road with samples for the 
SPRING AND SUMMER of 
1920. There are new lasts, new 
patterns and a wide range of leathers 
—designed to meet the style require- 
ments of the public and to increase 
the business of the retailer. Now-is 
the time to see them. Write for our 
salesman to call. 





Sample Displays 


Boston 268 Summer Street 
New York 1369 Broadway 


Regal Shoe Company 


BOSTON, MASS. 
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Regal’s Newest Last 











Regal Shoe Company 
BOSTON, MASS 


7 
2 
M4 
> 
AQAA RRA ROR IIE ARORA HARARE RRR EN ENE EES WAS 

















BOOT AND SHOE RECORDER Sept. 20, 1919 





@ 
j| SMITH-BRISCOE SM 


for Spring, and you will 
learn a most interesting price 
story! Not a low price story, 
but one that assures you of 
the utmost in shoes of char- 
acter at the most reasonable 
prices anybody can quote you. 


Remember it is not what you pay but 
what you get that counts. A wire or 
letter requesting salesman to call will 
have quick attention. 


SMITH-BRISCOE SHOE CO. Inc. 
fpet— tote ee 8 Makers of Good Shoes for Men’? 


Norwegian Steadfast 


Brogue Bal Oxford LYNCHBURG, - <- * VIRGINIA 
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—GET READY for BUTTON SHOE BUSINESS! =; 
[ ” L 

















You need a good Button 
Fastening Machine if you 
are to meet the big Fall de- 
mand for Button shoes. 


Leading manufacturers are 
showing High Grade Button 
Shoes. These cuts of shoes 
are all taken from one recent 
issue of the Boot and Shoe 
Recorder. 


To guarantee satisfaction to 
your trade you must have 
not only the Button shoes 
but perfect Button Fasten- 
ings. 




















The “‘Toledo’’ is best to fasten all styles of fancy buttons. 
Your customers like best the Toledo Rust-Proof White Wire for fastenings. 
Ask your jobber or write 


The TOLEDO BUTTON MACHINE CO., 3440 Summit Ave., Toledo, 0. 
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G. A. Gantz represents the Harsh & 
Chapline Shoe Company of Milwaukee, 
in Ohio, succeeding Ralph Beem. He 
formerly covered Southern Arkansas. 
Mr. Gantz writes to the ‘““Recorder:”’ 

‘Business is excellent and I am travel- 
ing fast so as to call on every “Lion 
Brand” and “Stevens Strong’’ customer 
as early as possible. 

“A satisfying majority of buyers are 
showing their’ confidence in the market 
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G. A. GANTZ 


by placing their usual orders for Spring. 
‘Others will quite likely be disappointed 
on deliveries. This promises to be one 
of the fastest buying seasons on record. 
Everyone throughout my territory is 
prosperous. The ‘doubting Thomas’ is 
the only one with cause for worry. The 
track is all clear for a big season.” 


IN WESTERN IOWA 


F. B. Crowley a Very Familiar 
Figure 

F. B. Crowley has been covering 

Western Iowa for the Central Shoe 











hailaie Siew Salesmen 


Activities of ‘our Trade Ambassadors 
On and Off the Road 


5 aco0cASGUTANOAUEOUOUATOSANAAAANOOOTOVOOOUOOOANTAAUNTOC ESOT AEEAOOOAOOAUGAGAUGACUTOEOALCOWCACAMCCLAA UTC OLOAGUOOAASCATAMCAAAAOOOOAGGAGGGUIINUATOTAMATALATALATCONLA 





Company for the past 25 years, selling 
shoes all of the time. Mr. Crowley 
started ip the employ of the old firm 
(now long out of business) of W. B. 
Morse & Co., Omaha, Nebraska, at that 
time one of the leading shoe wholesalers 
of the West. 

Mr. Crowley writes that he has seen 
the country develop, as well as the shoe 
business, from a rather crude state to 
the present high development of both. 























F. B. CROWLEY 


He says;that he has never seen the 
country in a more prosperous condi- 
tion. The crops are fine and business 
good with all, everything pointing to a 
pleasant season. “I have been out on 
this season’s trip,”’ writes Mr. Crowley, 
“for two weeksfand have a splendid 
start. 

“Prices are high, but the buyers 
are looking for good merchandise, and 
the Central Shoe Company is getting 
its merited recognition as manufac- 
turers and distributors of that class of 
shoe. Many of the best stores are 















7 ADDDDDAADDADEALAADAAODDDDDRDDADOABUADEAAGI#5 









EMM 










placing 3 good share of their business 
with us.” 


IN NORTHERN ALABAMA 
For Central Shoe Company, 
St. Louis 


L. D. Campbell travels Northern 
Alabama for the Central Shoe Company 
of St. Louis. 

“Conditions in my territory are good. 


eolbeherd IoD acl hecde te adachectel ole 




























L. D. CAMPBELL 






There are only a few bad spots.” 

Mr. Campbell has had many years’ 
experience in selling shoes on the road 
and is a live-wire man for his firm. 


IN TEXAS 


Tom Kight Represents Leo Gordon 
Shoe Company 
Tom Kight represents the Leo Gor- 
don Shoe Company of St. Louis in 
Texas. Mr. Kight writes us as follows 
regarding conditions in his territory: 
“The conditions of my territory were 
never better. Have just returned from 
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The specially trained Demonstrators of our Educational Staff 
have, for years, been going from city to city and conducting 
short demonstrations in the stores of our customers. It has 
been universally conceded that these demonstrations were of 


great benefit to all stores. 
Now, we have made plans for one big, nation wide week of foot 
Thousands of dealers have already 


comfort demonstration. 
accepted the plan with enthusiasm. It’s a wonderful plan, a broad 
and bold conception, but one which is thoroughly practical. 
Every Practipedist is a competent Demonstrator. Every store 
having a Practipedist in its employ, therefore, is in line to par- 
Those having no Practipedist will be told how they 
There is 


ticipate. 
can get one,without expense if they will write to us. 
still ample time for any shoe fitter to take the Practipedic Course 


of the American School of Practipedics by mail, and by only 


spare-time-study graduate before 


Dr Scholl's National 


DEMONSTRATION WEEK 


November 17 to 22% 


It will be a national jdemonstration, and advertised in nationally circulated 
magazines which will proclaim this Great National Demonstration of foot 


correction methods to millions of readers everywhere. 

The final big ’gun in our campaign will be a double page spread in The 

Saturday Evening Post of November 15th. 

And that is far from™all. Every possible aid will be furnished dealers. 

Wonderfully effective and expensive new window trim material, complete 

local newspaper ad plates, stereopticon slides, imprinted booklets and circu- 
Just write us that you are interested and 


lars and dozens of other helps. 
we will tell you all about it. 


THE SCHOLL MFG. CO. 


213 W. SCHILLER ST-CHICAGO 
W YORK-TORONTO-LONDON-PARIS 

















a two-weeks’ trip and I am more than 
pleased with the results; only made 
two towns in which I did not sell shoes. 
This I think should be considered doing 
fairly well, as we only bad two accounts 
in all the towns made. I do not attrib- 
ute the good luck to my salesmanship, 
but to the wonderful line of shoes we 
have for ‘at-once’ delivery. In several 
instances have called on merchants who 
would tell me they were not in the mar- 
ket for shoes, but after looking at the 
line, they gave me some business, and in 
most cases they ask for our catalog, 
saying we had the best stock proposi- 
tion they ever saw. 

“North Texas is now a land of more 
than plenty; the crops were never better 
in its history; new oil wells are being 
brought in every day. Wages range 
from $5 to $20 a day, all products bring- 
ing high prices. Business never was as 
good. Some merchants tell me they 
have already sold more Fall goods than 


















































TOM KIGHT 






they sold all last Fall. The biggest 
question that confronts them now is get- 
ting the merchandise.” 


CINCINNATI SHOE FIRMS 


Salesforces Leave for Their Ter- 
ritories 

The salesforce of the Holters Com- 
pany left last week for their territories, 
ready to show a full new line of Spring 
and Summer samples. 

The boys at the P. Sullivan Company 
will leave this week with their line of 
pretty shoes for women. 

Following the sales convention held at 
the Krohn-Fechheimer factory during 
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the past week, the boys of that company 
left early this week with one of the 
largest lines ever shown. 

The Julian & Kokenge Company’s 
salesmen will not leave for their terri- 
tories until the latter part of the month. 


A WINNER 
With Ault-Williamson Line in 
‘Southwest 


A. J. Eastham of Dennison, Texas, 
covers Kansas, Oklahoma and his na- 
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A. J. EASTHAM 


tive State for the Ault-Williamson Shoe 
Company of Auburn, Maine. 

Mr. Eastham is a good business get- 
ter, and is styled by his firm as a winner. 


ROSTER OF SALESMEN 


Salesforce of Val Duttenhofer Sons’ 
Company 

The following men make up the sales 
force of the Val Duttenhofer Sons’ 
Company, Cincinnati, Ohio: J. A. 
Cameron, Southern California, all of 
Arizona, New Mexico and El Paso, 
Texas; E. M. Daniels, States of Kansas 
and Missouri; E. E. Evans, all of Michi- 
gan, part of Illinois and a few Indiana. 
towns; J. L.' Frederick, Northwestern 
Ohio, Western Pennsylvania; A. M. 
Figenbaum, Minnesota, North Dakota, 
South Dakota, Wisconsin, Northern 
Michigan; John-A. Koch, privilege of 
soliciting in Ohio and Michigan where 
no existing customer; Edward Kohl- 
man, all of Louisiana, Southern Missis- 
sippi; Jesse MacDonald, Cincinnati, 
Ohio, and Covington and Newport, 
Kentucky; W. T. Moore, Ohio, Texas, 
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Arkansas, Oklahoma; M. B. Murry, 
Oklahoma, S. E. Missouri, part of St. 
Louis and Southern Illinois; Charles 
Osler, Indiana and Chicago; J. E. 
Pitts, part of California, Oregon, Wash- 
ington, Colorado, Boulder and Denver, 
Montana, Butte and Missoula, also 
Utah, Ogden and Salt Lake City; E. K. 
Rand, part of Iowa, Nebraska, Wyo- 
ming,Colorado, Montana, Idaho,Oregon, 
Utah and Washington; J. G. Rideout, 
all of Virginia, North Carolina and 
South Carolina; C. Clint Robinson, all 
of Kentucky and Tennessee, Northern 
Mississippi, and part of Arkansas; 
David Shelton, part of Ohio; W. T. 
Shipley, all of Alabama, Georgia and 
Florida; Charles Smith, Cleveland, 
Ohio, Detroit, Michigan, Columbus, 
Ohio, Pittsburgh and Philadelphia, Penn- 
sylvania; James Straub;*all of Dela- 
ware, Maryland, West Virginia, Eastern 
Pennsylvania, Marietta, Ohio; -W. K. 
Thompson, part of Iowa and Nebraska. 
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CHARLES CASH 


IN SOUTHWESTERN KANSAS 


Charles Cash a Central Shoe 
Company Man 

Charles Cash covers Southwestern 
Kansas for the Central Shoe Company, 
St. Louis. Mr. Cash has been on the 
road for sixteen years and has covered 
most of the territory west of the Mis- 
sissippi River. He has been out for 
two weeks this season and finds busi- 
ness good—in fact, a large increase over 
the past seasons. While there has not 
been much rain in his territory of late, 
prospects for a productive crop are 
splendid. The retail merchants all 
report a big busiiess. 
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Happy Reflections 


are sure to follow the wearing 
of LUNDIN Shoes; they are 
invariably comfortable, styl- 
ish and durable. 


LUNDIN Shoes are made for 
discriminating wearers. The 
Leather and Findings of 
which they are made are 
selected with great care. 
Their designs are original 
and always artistic. Their 
workmanship is unsurpassed. 


The merchant who handles 
the LUNDIN Shoe is sure to 
enjoy happy reflections over 
the steady growth of his 
trade. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 
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Leather Trading Less Active but Firm 


Prices Have Not Declined at All in Sympathy with Hide and Skin 
Decline Nor Are They Likely to—Raw Material Market Recover- 
ing—Leather and Hide Values Hardly on a Parity Now 


The dullness in new business men- 
tioned in our last issue continues, and 
buyers are not showing the eagerness of 
a month ago. There is a more pro- 
nounced conservatism and an easier 
market following the decline in hide 
prices. Tanners, however, are not 
likely to take orders at much lower 
prices, for such would not represent 
replacement values. 

There has been something of a check 
to export business, as the high prices 
asked and the exchange rates have not 
only kept foreign buyers out of the 
market but some tanners have found 
leather often lies a long timé before 
shipment and it has taken some time 
to get the money on the leather, 
which could be more quickly converted 
into cash in this country. As a whole, 
leather did not reach the high prices 
that would be on a parity with the 
highest prices asked for hides and skins. 
This would also account for the fact 
that recessions in leather values have 
not corresponded to the decline in the 
raw material market. According to the 
latest values the American tannery 
product is not over 65 per cent of 
normal nor are shoe manufacturers 
heavily stocked with leather. The 
prevailing exchange situation may have 
its benefits in leaving more goods in 
the American market. 

It is a relief to tanners of glazed kid 
to know that the export duty idea on 
India hides and skins was abandoned. 
There is still a firm tone in the upper 
leather market. Calf leather is strong 
on a basis of $1.40 per foot for colors 
and $1.30 for blacks. 


Sole Leather Steady, but Quiet 
Trading 


Prices are being closely adhered to by- 


sole leather tanners, although there has 
been a falling off in buying during the 





last few weeks. This gives tanners a 
chance to catch up on back orders and 
find out where they stand. The better 
grades of stock of all leather are desired 
and heavy weights are taken up at full 
prices. Current tannery receipts are 
shipped out as fast as they come in on 
old contracts. Sole leather hides 
have stiffened since the drop in August 
and more active buying is expected 
very soon. Shoe manufacturers must 
come into the market at an early date 
for new contracts for leather for Spring 
and Summer shoes. The basis of prices 
is about the same as last quoted; No. 1 
heavy sides, 60c per pound; No. 2, 
58c; No. 3, 55c; middle and light 
weights, 2c per pound less. It is stated 
that foreign buyers, particularly Eng- 


“wie Market 
Review of Leather 
Supplies and Prices 
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land, will soon be in need of more 
leather, and it is a matter of conjecture 
just how the exchange rates will affect. 
this. 

The situation in union and oak sole 


shows little change. The markets are 
being well cleaned up and prices do not 
vary worth mentioning. Choice oak 
backs are continuing well sold at $1.20 
to $1.25 per pound. Inferior lots from 
$1.00 to $1.10. Best backs are held 
at $1.00 to $1.10. There is a little bet- 
ter business in chrome sole, both in green 
and dry hide sides. The offal market 
has been somewhat slow, but keeps 
very well cleaned up at market 
quotations. 

As a whole the sole leather market 
shows little advantage to buyers over 
existing conditions of the past few 
months; moreover, it should be con- 
sidered that outside of choice selections 
of oak the market is not materially 
higher than a year ago. 

(Continued on page 151) 


Sole Leather 


1910 1918 1919 

Cents per pound 
Hemlock sole, heavy, No. 1.......... 25 @26 56@57 58@ 60 
Hemlock sole, seconds, mid................... 23 @24 54@55 —@ 58 
Oak Sole, No. 1 bends.. 45 @— 85@92 1.10@1.25 
Oak Sole, No. 1 backs, all wii. 43 @— 80@85 98@1. 05 
ee eee ene ae a ae 33 @35 84@85 —@ 92 
eh A ea aera. en 80 @83 —@ 9% 
ee re a 17@18 17@ 18 
ny MUI, II o.oo. nas aa Dg enic ores 0 dele 23 @25 20@ 27 
Offal, hemlock shoulders..................0002. 38 @40 39@ 40 
ee” Rent he 0 ee 24@25 23@ 25 
ON Seer eee) eo a ee 27@28 26@ 29 

Cents per foot 
Chrome, S. A. dry hide, 71% to 10 iron sides..... 43 @50 55@ 60 
Chrome, green hide, 6 to 8 iron sides .........°. —@50 55@ 60 


Upper leather quotations are not given owing to the wide range of prices which 
depend also on quality and ability to get the stock. 


Hides and Skins 


Heavy native steers..............eeeee: 
DUES WINE ITI 6.0 on noc s'0.6. oso wacom 2 
OE Ray PRR ah 8 eee 
Chicago City calfskins................. 
Bia KM a aoc Bos 605s Acaeted oan 3 


1910 1918 1919 

Cents per pound 
ys be 1634 @17 —@30 46 @47 
bce 154@15% — @28 46 @47 
babes 133% @14 —@22 40@41 
‘aus 18 @19% 34@44 70@90 
aehicars 21 @23 — @34 43 @46 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth ITIONS WANTED—Three cents per wotd for each insertion. 
page per issue: ini ayy a ay 
7times 13times 26times 52 times i 
= ee $2.50 $2.00 
.0 . 4.75 4.00 ad 
9.00 7.75 7.00 6.00 F- \— F 
12.00 10.00 9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advértisers, as amounts are too small to open accounts 

















SALESMEN WANTED LINE WANTED _WANTED TO PURCHASE 


DETROIT SALESMAN—Chicago Exclusive WANTED— Manufacturer's line of children’s» 
Children’s House has Detroit and adjacent misses’ or little gents’ and boys’ shoes for 


open trade, well established. To qualify you Greater New York. Have good trade. Address . 
must show a good sales record. State age, married K218, care Boot and Shoe Recorder, 127 Duane St., 

or single. 9 ae is a big cone and requires New York. 

aman of strong rsonality and experience. ALESMAN with show =i dives 

— one Ste coe Boot and Shoe Recorder, Se- S facilities in the shoe district desires to represent ¥ 

curity S-, oo, =. a manufacturer in New York City and vicinity. 

















GALESMEN wanted to carry a side line of men’s Address K215, care Boot and Shoe Recorder, 127 
and ladies’ overgaiters on a commission basis in Duane St., New York. 
North and South Carolina, West Virginia, Virginia, 
Louisiana, T Wi in, Iowa, Missouri, 
Montang, Minos, Kaho. va Nevada Wost: | JObbing Lines Wanted | 
ontana, Illinois, o, Utah, Nevada, Wash- 
ington, New England States and the Dominion of 3 W B f C h 
Cenada. Address K216, care Boot and Shoe e uy or as 
Recorder, 127 Duane St., New York. Excellent opportunity for tum Bite oh 
Wants ae grade, live ——. - West- 1 f, b wT Surplus Stocks, Jobs. 
ern Pennsylvania, tor jalty line of mens severa 
= ey > Fy : Ry 7 —e iw in manutacturers to be NO QUANTITY TOO LARGE 
tock. ress B469, care of Boot an oe . e . 
Recorder, 207 South St., Boston, Mass. represented to jobbing trade pt 4 — mn “we 
ALESMAN WANTED—High class salesman Sea wrt * * = ers. Send us of 
to c as side line overgaiters and Cotero by live-wire organization _ ~~ have for sale. 
= hort Term 


T P: ission basis. Full commission : Leases Taken 
mail’orders. Cotero Cushion Mf¢. Co., Scranton, with Boston headquarters. We pay Highest Cash Value 


Pa. 

ALESMAN WANTED—To carry wholesale Address B472, care Boot and VAN PRAAG & CO. 

line of high grade women’s shoes as a side line Shoe Dept., Martin Posner, Manager 
through Maine, N. H., Vt., Penn. and Mich. Shoe Recorder, 207 South St., 537 Broadway, New York, N. Y. 
Seed seicenan shh Gast lesser, | Adisens, BAST, Telephone 2248-2249 Spring 

i it letter. ress ° 

care Boot and Shoe Recorder, 207 South St., Boston, Mass. 
Boston, Mass. 









































WANTED FOR SALE 
HIGH CLASS Shoe salesmen to ca’ as Wanted t O 
a side line our ladies’ SPATS and GHOE STORE—Best in the city. Richest and a nce 
TOPS, also jersey and canvas leggings, on greatest fruit valley in California. Population 
commission basis; Cntoeez open, CALI- about 8,000, drawing population 15,000, 100 miles for Department Store 


FORNIA, OREGON, WASHINGTON, IDA- south of San Francisco. Don’t overlook this 
_— and rrr ves oy Se COAL opportunity. Shoes to invoice at old prices. For for 
ms on a mal . i ; + 
LEGGING CO., 37 So. Wabash Ave., Chi- pa neem Ahan cn ane eemeee ~ sglistallers’, or Sur- 
p tocks o 


cago, Ill. 
WANTED TO PURCHASE ' SHOES 
POSITION WANTED No Quantity Too Large. Short 
Leases Taken 


RAVELING SALESMAN—Position on road ° * ‘ 

wanted by young man 24 years old, a Harvard Hi hest Cash Prices Paid 

graduate, Gucanalie experienced in footwear. 8 i GLOBE MDSE. co. 
Address B473, care Boot and Shoe Recorder, 207 for entire shoe stocks. We also buy Indianapolis, Ind. 
South St., Boston, Mass. ae your surplus or slow sellers. Quan- 
PRACTICAL shoeman and graduate practipedist tities no object. Retail or wholesale. 


wishes connection with store large enou to 
allow building of big orthopedic department, fitting Short term leases taken off your 
arch supports and special shoes. Address B475, hands. 
care Boot and Shoe Recorder, 207 South St., Bos- Wire or Phone us 


Te NN UPACGTURING or wholesale representa- Corres eee ee ential DO YOU CONTEMP LATE 


tive le —— or gy 7 a : Retirin ‘ 3 of hese? 
man now wit . S. Government. ress > Gi AUBERG & co g or going out o ess 
e I will alue f urplus 
—a-it or your entire or si 









































care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 387 Broadway, New York, N. Y. . 
‘ACTORY manager and foreman of finishing, Phone Canal 4119 : ~saeee Revies © siest term to run taken 
dressing and packing departments. Experi- . ores. 25 years. 
a epesetion. Capalio, of maauinater. We also purchase clothing, — OLENICK 
ing es, cleaners, dressings, and blackings used i 
in shoe industry. Has Gapetedes of factory hats, furnishing goods, etc. 413 Broadway, New York Tel. 9531 Canal 
methods and handling help; is now giving entire 
. 9 in poise d tor om, Se A = 
ike to connect with large plant, preferably in We bu 2 . 
Massachusetts. Address B465, care Boot and ANTE EXP e buy quick and cash price 
Shoe Recorder, 207 South St., Boston, Mass. Ww D FOR ORT & — and wholesale ii stocks of shoes or 
Yo R Discontinued Numbers 
U ‘or 30 


lus Stocks 
HELP WANTED Entire Stocks FOR CASH Preto 
: : KLYN PURCHASING SYNDICATE 
ANTED—Shoe buyer for ladies’ and children’ NEW YORK EXPORT 
W department. ive, past experence, aiary | PURCHASING CORPORATION hw tae 
want n ce. e C. F. kson - 
oa . Bepastee ont i mM 2 45 Ohio. om 515-517 Broadway, New York City, N. Y. Phone, Stagg 1757 
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Upper Leather Firm, with Good 
Business 

A firmer tone prevails than a couple 
of weeks ago, although where new 
orders are placed the prices are about 
the same as at any time preceding the 
so-called decline in hides and skins, as 
many of the highest prices asked were 
rarely paid. The situation is almost the 
same as prevailed in July and there does 
not seem to be much outlook for lower 
values of upper leather. Better grades 
of calf skins can be contracted for at 
prices mentioned above about as fast 
as tanners care to place them. Colored 
calf is in excellent request and prices 
are very firm. The mahogany and 
darker shades of leather will be much 
in evidence for shoes for Spring and 
Summer. 

A new era has developed in side 
leather since last year. Some excellent 
finishes have been placed on _ the 
market, particularly in colors, and 
prices continue strong. Side leather 
is quoted all the way from 75c to 
$1 a foot and elk sides are selling from 
60c to 80c pet foot. There is little 
changé in the patent leather situation. 
A good call continues from domestic 
and foreign trades. Prices of patent 
side leather ranges from $1 to $1.25 a 
foot. Similar leather not many years 
ago was selling at from 20 to 25c per 
foot. A strong demand continues for 
all the better grades of upper leather, 
and even the cheaper and poorer grades 
are sharing in the general price advance 
and the new conditions which prevail 
in the upper leather markets. 





BOOT AND SHOE RECORDER 


X S\S = 
arn “Good Shoemakingy» 
IN-STOCK 


MISSES’ AND CHILDREN’S 


SCHOOL SHOES 
BUILT FOR SERVICE 


Style 73—Chocolate Elk Blucher—Unlined—Goodyear Welt 


Infants’, 6-8, Widths, C-E 
Child’s, 8-11, Widths, C-E 
Misses’, 11-2, Widths, C-D 


LISTED IN CATALOG NQ. 15 





L. B. EVANS’ SON CO., Boston Office, 110 Summer St. WAKEFIELD, MASS. 


WANTED TO PURCHASE 


MISCELLANEOUS 














We Will Buy Your 
Small Sizes 


Every shoe store accumulates 
more or less small sizes of 
women’s shoes. 

We buy and pay spot cash for small 
sizes, broken an » ethers sche num- 
bers, odds and ends, etc., of all 
classes of footwear whether old- 

fashioned or up-to-date styles. 

We also are in the market to buy for 
spot cash entire or parts of stores 
and stocks of boots, shoes and rub- 
bers and will pay highest cash value. 


Write—Telephone or Telegraph 
The London Exporting Co. 
315 and 317 Church St. 
NEW YORK 

Phone Canal 861 


Milbradt Rolling 
Step Ladders 


Hi 
Bs 
8 
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2410 Ne. 16th St. 
ST. LOUIS, MO. 














MISCELLANEOUS 











WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 


_ Max Kalter Mercantile Co. 
1 Broadway, New York City 
Phone Spring 5160-5161-5162 


“FISHER” 
= iat 
SUPPORT 


Wi it A Help to 
ithou Weak Ankles 
Pr prs Cc a of p= a and 
Shoes from Runn er. Easily 
ied. No Ye gg Ane a p Be 
without them. 





The New Improved 


“E. W.” 
SHOE STRETCHER 


will adjust counters or stretch 
SS a _ — 
jamagin shoe. a 
sizes: Frisncs’ 13 to men’s 12. 
Shoes can be 

across the base end or of tip to 
et ee ae a to 
‘ . $2.00 each. 


F. W. WHITCHER CO. 

















No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 








Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


“Manchester” 
Trade Mark Reg. U.S. 
Pat. Off. 
nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 

sole. ° 
Be sure and specify 
“MANCHESTER” 
curved jaw when order- 
ing. 
Write us direct 
your dealer cannot sup- 
ply you. 


Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 


Ch Branch 
Boston, Mass. 323-325 W. Lake St. 
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the right wearer, in 
shoe merchants. The 

which dep the progr of 








CREED: Getting M: 
the right fitting, f a 


nae ses ited industries relating to 
Annual Subscription in United States, $3.50; per copy, 25 cents. 
Member of the Associated Business Papers, Inc. Member of the Root 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


BOOT AND SHOE RECORDER 


“more” but i sold for the right 


ht profit. This 
to help solve ity fort 
and leather; 


ore Shoes Sold Right; not only 
rice, at the 
“Boot and Shoe Recorder” 


Cable Address BOOTRECO. 


Canadian, $5.00. 
Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered ai the Post Office, Boston, Mass., as second efass matter 


is the : Gabi at aeeace 
is the basic upon 
distribution 


their production 
Foreign, $7.50 











INDEX TO “WHERE TO BUY’? 





BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass. 

Allen-Foster-Bridgeo Co., Inc., Lynn, Mass.. 

Arnold, M. N., Shoe Co., No. Abington, Mass. 

Ault-Williamson Shoe Co., Auburn, Me 

Baker, J. Ralph, Co.,The, Bridgewater, Mass. 

Baker Shoe Co., Haverhill, Mass. 

Bancroft-Walker Co., Haverhill, Mass 

Beals-Pratt Shoe Mfg. Co. Milwaukee, Wis... 

Berry, A. H., Shoe Co., Portland, Me 

Boardman Shoe Co., Boston 

Bradley & Metcalf Co., Milwaukee, Wis... .. 

Brauer Bros., Shoe Co., St. Louis, Mo 

Bluestein Bros., Boston 

Carter, J. W., & Co., Nashville, Tenn., and 

Chicago 

Central Shoe Co., Kansas City, Mo 

Civilian Shoe Co., Ward Hill, Mass. 

Converse Rubber Shoe Co., Malden, Mass... 

Dalton Co., The, Brockton, Mass.......... 

Dodge, N. D., Shoe Co., Newburyport, Mass. 

Duttenhofer, Val. & Sons Co., Cincinnati, O. 

Eaton, Charles A., Co., Brockton, Mass..... 132 

Edmonds Shoe Co., Milwaukee, Wis 94 

Edwards, J., & Co., Philadelphia 

Ellis-Eddy Co., Haverhill, Mass. 86 

Emery & Marshall Co., Haverhill, Mass..... 24 

Federal Shoe Co., Lowell, Mass.. ror 

Goodrich, B. F., Rubber Co., Shem, 0. 3d Cover 

Gordon, Leo., Shoe Co., Inc., St. Louis, Mo. 25 

Graham-Bumgarner, Parkersburg, W. Va... 

Gregory & Read Co., Lynn, Mass...... .... 

Griffin Co., W. H., Manchester, N. H 

Hamton Shoe Co., Chicago, Ill 

Harney Shoe Co., P. J., Lynn, Mass.,...... 

Harsh & Chapline Shoe Co., Milwaukee, Wis.. 

Helming-McKenzie Co., Cincinnati, O 

Holters Co., The, Cincinnati, O..........2 

Hygrade Shoe Works, Brooklyn and New 

York City 

Johnson Bros. Shoe Mfg. Co., Hallowell, Me. 16 

Julian & Kokenge Co., Cincinnati, O 

Juvenile Shoe Corp. of America, St. Louis, Mo. 
Front Cover, 126 

Kalt-Zimmers Mfg. Co., Milwaukee, Wis.... 96 

Keith, Preston B., Shoe Co., Brockton, Mass. 102 

Kelly, John, Inc., Rochester, N. Y 

Krohn-Fechheimer Co., Cincinnati, O. 

Kuhn, Pavord & Wilks Shoe Co., Harrisburg, 

a. 

Lippman, G. E., Shoe Co., St. Louis, Mo.. 

Lund-Mauldin, Go., St. Louis, Mo.,....... 

Lunn & Sweet Shoe Co., Auburn, Me 

Marion Shoe Co., Marion, Ind 

Mayer, F., Boot & Shoe Co., Milwaukee 94-95, 140 

Menzies Shoe Co., Milwaukee 

Midwest Shoe Co., Minneapolis............ 

Mitchell-Caunt Shoe Co., Lynn, Mass... ... 

Noyes-Norman Shoe Co., St. Joseph, Mo.... 

Ogden Shoe Co., Milwaukee, Wis 

Olenick, I., New York City 

Packard Co., M. A., Brockton, Mass 

Parker-Holmes & Co., Boston 

Plant Bros. & Co., Manchester, N. H 

Regal Shoe Co., Boston 

Rice & Hutchins, Inc., Boston 


Rich Shoe Co., The, Milwaukee, Wis........ 22 
Smith-Briscoe Shoe Co., Inc., Lynchburg, Va. 145 
Smith-Wallace Shoe Co., Chicago 124 
Thompson Bros., Inc., Brockton, Mass ll 
Truitt Bros., Inc., Binghamton, N. Y 124 
United States Rubber Co., New York City.. 100 
Upham Bros., Shoe Co., Stoughton, Mass.... 72 
Utz & Dunn Co., Rochester, N. ¥ 

Weinbrenner, Albert H.. Co., Milwaukee, Wis. . 94 
Welch, Moss & Feehan Co., Haverhill, Mass.. 92 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 94 
Williams, Clark Co., Lynn, Mass 78 
Wright & Co., E. T., Rockland, Mass....... 81 


LEATHER AND OTHER MATERIALS 


F. Blumenthal, New York City 

Casko Shoe Fabrics Corp., Philadelphia 

Castle Kid Company, Camden, N. J 

Creese & Cook Co., Boston 

F. Hecht, New York 

Henwood & Nowak, Inc., Benton. 

A.C. Lawrence, Boston 

Levor, G., & Co., Inc., Gloversville, N. Y.... 

Keystone Leather, Philadelphia 

Northwestern Leather Co., Boston 

Pfister & Vogel Leather Co., Milwaukee 

Rueping, Fred, Leather Co., Fond du Lac, 
EE ee ee he 

Schmidt, Carl E., & Co., Inc., Detroit, —. 


Standard Kid Mfg. Co., Boston 

Standard Textile Products Co., The, New 
York Ci 

Thomas, Lake & Whiton Co., Boston 10 

Trostel, Albert & Sons, Co., idieanbos, Wis. 94 

Vaughan, Geo. G., Peabody, Mass 20 


FINDINGS AND SHOE STORE SUPPLIES 


Aristo Dyaducte, Brooklyn, N. Y 

Brown, Durrell Co., Boston — New York.. 
Dudley, D. T., Co., Haverhill, Mass. 
Emery & Beers, Inc., New York City 
Goodyear Tire & Rubber Co., Akron, O.. 
Milbradt Mfg. Co., St. Louis, Mo 

National Cash Register Co., Dayton, o.. 
Premier Gaiter Co., Brooklyn, N. Y 

Scholl Mfg. Co., The, Chicago, Tl......... 
Toledo Button Machine Co., Toledo, O. 

U. S. Specialty Mfg. Co., Pittsburg, Kan.. 
Wade, A. R., Co., Haverhill, Mass 
Whitcher, Frank W., Co., Boston 


eeemereees LASTS, MFRS.” SUPPLIES, 
RESSINGS, ETC. 


Beckwith Box Toe Co., Boston 

Conaway-Wadsworth Pattern Co., Inc., Mil- 
waukee, Wis. 

United Shoe Machinery Corporation, Boston 

United Shoe Repair Machine Co., Boston. . . 

Whittemore Bros. Corp., Cambridge, Mass. . 


MISCELLANEOUS 


N. Y. 
First National Bank, Bosto 
Glauberg & Co., New York City 
Kalter Merc. Co., Max, New York City.. 
London Exporting Co., The, New York City. 
New York Export Purchasing Corporation, 
New York City 
Tallman-Robbins Co., Chicago, Ill 
Van Praag Co., New York City 


Published Weekly in the interest of the shoe 
merchant, wholesaler and manufacturer by the 


BOOT AND SHOE RECORDER PUB. CO 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


eomecans OF THE CORPORATION 
RLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Gen’l Mgr 
GEORGE W. HILL. lat Vice-President 
H. WALTER ScOrT Vice-Presid 
ARTHUR D. ANDERSON <i 


SWAIN, a = NAY, Counsel 
1 Tremont 
ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
E. C. LOGAN 


HELEN M. HANEY 
Associate Editors 
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foreign countries except the ‘above is  or58 
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are vance. 
ADVERTISI G RATES —Card of Ad 
tion. For rates for 
Page. 


Rates furnished on applica 
Wants, for Sales. © etc., see Want 








OFFICES IN 
enoce® erenens 224 Moraine St., Geo. W- 
Hill 
CHICAGO OF OF FICE: 189 est Madison St. Tele- 
a) 

st tor pts 3 OFFICE: 1627 Locust St. 'B. C. 

NEW YORK OFFICE: P Room 102, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 959 Worth. 

PHILADELPHIA OFFICE: 929 Chestnut St. H. 
Walter as Ma 

HAVERHILL OFFICE: Gopher 4 Gone 
Boome, | ——— National Bank Bidg. Geo. 


CINCINNATI OFF {CE: 501 First National Bank 
Bidg., B. C. Bowen, Manager._ Telephone 


Main 
ROCHESTER OFFICE: 609 Powers Bidg. 
ossiter L. Seward, Western New York Rep- 
reecatative Stone 6314. 
LYNN OFFICE: Fred A 
MI NWAUKEE OFFICE: B.C. Manager. 
Paris Office: 2 Rue des Italiens. ‘L. Hubbard, 
-—. 
London : John C. Curtiss, Manager. Man- 
ion House T on 
Office: 43) Colli ..» Melbourne. 
G. Jervis , on Nam Saigt 
Continental Lge William S hn, Manager. 
1A 12, Vienna, A’ 
NA: Gerente, C1 M. (lizondo, Calle 
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